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How Hammermill Safety helps 
keep your bank up to the minute 


THIS WATCH helps remind him to get 
there on time. And the check that pays 
for it can help remind him how check 
paper—an important detail of banking 
service—gets your thoughtful attention. 

Every time he writes a check on Ham- 
mermill Safety, the best-known name in 


paper is there to boost your bank’s good 


reputation. Hammermill Safety cdloes more 


than a good public relations job. Its 
specially sensitized surface reveals the 
slightest attempt at alteration... protects 


your funds as well as your good name. 


And Hammermill Safety now contains 
Neutracel®, the exclusive hardwood pulp 
that blends with other pulps to give 
Hammermill papers a smoother, more 
uniform surface. With Neutracel, checks 
print better, write better, look better... have 
greater strength for repeated handling. 


The next time you order checks, specify 
Hammermill Safety. Ask your bank sta- 


tioner or check printer to show you samples. 


It costs no more than other safety papers. 


The exclusive Hammermill Chainline design, illustrated, comes in 7 colors—amber, green, 
buff, blue, pink, gold, gray. Straightline and Crossline designs are also available. 


® 
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Bank-Services Directory 


Sirs: We thought you would be inter- 
ested in something new in the way of 
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a bank-services directory that now 
greets customers in our Marietta Street 
lobby. The display is fluorescent-lighted 
from the rear and each film print panel 
is individually replaceable. Besides help- 
ing customers locate the different depart- 
ments, the new directory also provides a 
reminder of other bank services. 

ROBERT E. SIBLEY, Publicity Director, 

The Citizens & Southern Nat’l Bank, 

Atlanta, Georgia 
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Blue Steel and Aluminum 


Sirs: We are sending a picture of our 
new building. We believe this is unusual 
because it is the first in this section of 
Texas to have the blue Texlite steel and 
aluminum exterior. 

Texlite is porcelain enamel sprayed on 
steel at a very high temperature, result- 
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ing in a non-fading bond. On the build- 
ing itself, it becomes a steel curtain wall 
1% inches thick including the insulation. 

Our main lobby is nearly 160 feet long 
and is flanked on each side by immense 
round, yellow columns. We have a foun- 
tain fed by a natural spring in one of our 
rooms and, in another, a permanent ex- 
hibit of different sets of bank fixtures 
that we have used. 

FRED C. MoRsE, President, 

The Mutual Savings Institution, 

Austin, Texas 


o 


Grand Slam 


Sirs: In the advertisement of Conti- 
nental Illinois National Bank and Trust 
Company of Chicago in your October 
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issue, there is a contract bridge hand 
with the caption, “If you are particu- 
larly adroit at contract bridge and 
discarded correctly, you might have 
played and made this seven hearts bid 
in about nine minutes.” 

This would appear to be a tantalizing 
advertisement, and a very good one, as 
the seventh trick eludes me. 

L. AUSTIN, 

Bank of New Zealand, 

Thames, New Zealand 


Ed.—First the declarer overtakes the king of 
clubs with the ace in his hand, then leads a 
heart trump and takes the trick in the dummy. 
Next he plays a low spade from the dummy and 
trumps it in his hand. He leads another heart 
to the dummy, and next trumps a second spade 
with his fourth heart. He now only has one 
heart left in his hand, his opponent on the left 
has two, and dummy has the two high remain- 
ing hearts. The declarer now leads his last 
heart, and dummy takes this and the final heart 
trick; on this last heart trick, declarer dis- 
cards his ace of diamonds. He then plays the 
ace of spades and discards the king of diamonds 
from his own hand. The five diamonds in the 
dummy are good, and the grand slam is made. 
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Farm Prosperity 


Sirs: You are to be highly congratu- 
lated for. your progressiveness in pub- 
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lishing the article “Building Farm Pros- 
perity” by Leonard Simmer in your 
December issue. Mr. Simmer vividly de- 
scribes the problem confronting the 
country banker who recognizes the need 
for agricultural leadership in his com- 
munity. It is the best article on farm 
area banking that it ever has been my 
privilege to read. 

GALEN MORLEY, Agricultural Rep., 

City National Bank & Trust Company, 

Kansas City 41, Missouri. 


od 


Sirs: Your very excellent article on 
“Building Farm Prosperity” needs to be 
brought to the attention of politicians, 
farm leaders and bankers. Too many of 
them feel there is nothing that can be 
done for agriculture except to let the in- 
evitable take place, the disappearance of 
farm units. 

C. C. LEHR, Vice-President, 

First State Bank of Gackle, and 

Chairman, Agricultural Committee, 

North Dakota Bankers Association, 

Gackle, North Dakota 








The TEAMWORK of correspondent banking 


Close-formation teamwork between correspondent banks is at its 
smoothest when it’s based on personal interest and an intimate under- 
standing of a correspondent’s needs. 


That’s why Chase Manhattan has always emphasized its personalized 
helpfulness as much as its complete and modern facilities. And we 
believe it’s one of the reasons why the majority of banks which have 
named a New York correspondent are working with Chase Manhattan. 


Why don’t you talk to the people at Chase Manhattan? 
THE 


CHASE MANHATTAN BANK 


CHARTERED 1799 
HEAD OFFICE:18 Pine Street, N. ¥.15 


Member Federal Deposit Insurance Corporation 








Service to Correspondents 


Analyses of investment portfolios 
Around-the-clock mail pick-up 
Quick collection of items 
Dealers in State and Municipal Bonds 
Execution of security orders 
Credit information + Full foreign services 
Safekeeping of securities 
Many personal services 
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Future Challenge to 
Bank Earnings 


While for many years it has been 
comparatively easy for banks to report 
fairly satisfactory earnings, bank profits 
in the years ahead will depend to a far 
greater extent upon the ingenuity, skill, 
and foresight of individual bank manage- 
ments. 

This is the prophecy of the Economy 
Policy Commission of the American 
Bankers Association, in its new report: 
“Bank Earnings: A Challenge to Man- 
agement.” The prediction is based upon 
the fact that the trends that have exerted 
an expansionary effect on bank gross 
earnings cannot be expected to continue 
indefinitely at their recent pace, and the 
test for individual institutions will be 
largely one of sagacious asset manage- 
ment and the control of expenses. 

Gross earnings up. The study explains 
that the 84 per cent rise in gross earn- 
ings per dollar of bank assets since the 
end of World War II has largely been 
due to an upward trend of interest rates 
plus a shifting from low-yield types of 
assets to higher-yielding types of assets. 
Other sources of bank incomes have also 
been rising: service charge revenue has 
more than tripled, for example, while 
gross earnings of trust departments 
have increased markedly. 

The average 84 per cent gain in aver- 
age return on assets, plus a one-third 
increase in total bank assets, has added 
up to a fast spurt in gross earnings. 
Thus from $2.9 billion in 1946, gross 
operating earnings rose to $7.2 billion 
in 1956, a boost of 153 per cent. 

Costs are too. The rub is that costs 
have been moving up at about the same 
pace. In fact, wages, interest payments, 
and other operating expenses have had 
an identical 153 per cent gain since 1946, 
so there has been no improvement in the 
ratio of bank net to gross earnings. 
With abnormally high non-operating 
deductions and heavier income tax pay- 
ments, banks have been able to carry 
over into after-tax profits only a shrink- 
ing percentage of their gross earnings; 
the carry-over into net has dropped 
from 32 per cent in 1946 to 17 per cent 
In 1956, 

In dollar amounts, of course, profits 
have increased but they have been dis- 
tributed over an expanding capital base. 
The report states that commercial banks 
have enlarged their capital accounts by 
73 per cent since 1946, while net profits 
have increased by 35 per cent. As a 
result, the average rate of profits de- 


clined from 10 per cent in 1946 to 7.8 
per cent in 1956. 

utlook summarized. In the light of 
these post-war earnings trends, what of 
the future? The report reaches these 
concii:sions: 
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\'i things considered, the long term 


outlook for gross operating earnings does 
not 0k too bad, assuming continued 
fconomiec growth. The volume of bank 
January, 1958 





SINCE WORLD WAR II ENDED: 
Total assets of commercial banks 


have increased by one-third, while 
gross national product has doubled. 


Time deposits held by commercial 
banks have declined as a proportion 
of total savings held by commer- 
cial and savings banks, savings and 
loan institutions and life insurance 
companies, from 34 per cent to 25 
per cent. 


Gross earnings per dollar of bank 
assets have moved from $1.88 per 
$100 in 1946 to $3.45 in 1956, an 
increase of 84 per cent. 


“Other income" of banks, includ- 
ing service charge income that has 
tripled, have risen by 114 per cent 
and now account for 13 per cent of 
the rise in gross. 


Gross operating earnings 
increased 153 per cent. 


Payrolls have moved up 150 per 
cent. 


Wages, interest and other oper- 
ating expenses are up 153 per cent. 


Tax payments by banks have risen 
152 per cent. In 1946 they took 26 
per cent of profits; in 1956 they took 
40 per cent. 


Carryover of gross to net was 32 
per cent of gross in 1946; in 1956 it 
was 17 per cent. 


| Capital accounts have risen by 73 
| per cent; net profits by 35 per cent. 


Average rate of profits was 8.4 
| per cent in 1946-50; in 1956, 7.8 per 


have 
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Can pace be maintained? 
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assets should expand considerably, and 
gross earnings per dollar of assets could 
easily rise above current levels. On the 
other hand, deprived of a strongly rising 
trend of interest rates and with reduced 
opportunities for shifting from low-yield 
to high-yield assets, it seems highly 
improbable that gross operating earn- 
ings can maintain the same rate of 
increase shown in the past decade. 

“This obviously has far-reaching impli- 
cations for banks’ net earnings and 
profits. If there is a slackening in the 
rate of increase in gross operating earn- 
ings, net earnings will be squeezed un- 
less the banks are able to moderate the 
rising trend of operating expenses. 

Future adjustments. “There are, of 
course, many ways whereby individual 
banks can strengthen their earnings 
positions. Some of the most important 
areas in which managerial decisions will 
influence future results are as follows: 

“(1) Asset management. With bank 
liquidity sharply reduced in recent years, 
the proper balance between liquidity 
requirements and profit needs will be 
increasingly difficult to achieve. Bank 
managements cannot afford to lean too 
far in either direction. 


Complex problem. “(2) Savings busi- 
ness. Banks are faced with special prob- 
lems in competing with other financial 
institutions for personal savings. For 
many banks, future growth will depend 
to a large extent upon their success in 
attracting this type of business. Bankers 
are confronted here with a complex 
problem in deciding the manner in which 
they should compete for this business, 
including the extent to which they should 
rely upon interest rates as an induce- 
ment to savers. To compete effectively, 
interest rates paid to savers cannot be 
too low; but on the other hand, banks 
must remain cognizant of the impact of 
rising interest payments on their operat- 
ing ratios. 

Loan income. “(3) Lending rates. 
Many banks may need to make impor- 
tant adjustments in their lending rates 
in order to prevent a deterioration of 
their earnings position. This applies 
particularly to the differentials in rates 
charged different types of borrowers. 
A related problem is the matter of 
compensating balances. 

“(4) Reimbursement for services. 
Many banks will need to scrutinize their 
policies with respect to services which 
they are performing either without 
charge or on an unprefitable basis. 

“(5) Branching and mergers. Policy 
decisions with respect to branching and 
mergers will obviously affect the future 
of many banks. These decisions should 
be based upon careful study of their 
implications for future earnings. 

On the cost side. “(6) Operating 
efficiency. A great deal will depend on 
the ability of bank managements to 
achieve cost economies. Some large banks 
may be able to make considerable use of 
electronic equipment, and even smaller 
banks may eventually be able to take 
advantage of new electronic develop- 
ments by means of cooperative arrange- 
ments. In addition, there may be many 
important opportunities for achieving 
economies through improved operating 
and budgetary procedures and more 
extensive utilization of equipment al- 
ready available. 

“Tn conclusion, it should be emphasized 
that the problems confronting bankers 
are by no means insoluble. Well managed 
banks, alert to these problems, will, of 
course, be able to work out good solu- 
tions, and by taking advantage of their 
opportunities, will continue to prosper 
over the years ahead.” 
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Predominant Prophecy for 
New Economic Year 

“Five per cent” seems to be the magic 
figure these days with economic seers. 

As they peer through the mists to give 
the layman a glimpse of what lies ahead 
for the national economy in 1958, there 
appears to be a surprising unanimity 
among the prophets that the overall de- 
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cline in total business volume will be 
around 5 per cent. 

An instance is this prediction by Paul 
T. Babson, president of United Business 
Service: “The total volume of business 
next year will be moderately lower than 
this year. The change will not be great— 
probably around 5 per cent in dollar 
figures, with the low point coming around 
the middle of the year, with the second 











For over 75 years, Japan's largest 
financial institution has fostered 
international trade and commerce. 


If you need a helping 

hond in Japan, contact... Cd \) 
rm FUJI BANK 
Head Office: Chiyoda-Ku, Tokyo 
Overseas Offices in London, Calcutta 


187 Branches Throughout Japan 
New York Agency: 42 Broadway, NYC 
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Dividend Announcement 


Massachusetts 
Investors 


‘Trust 


DECLARES ITS 
133 Consecutive Dividend 


11 cents a share, 
from net income, 
payable December 
24 to shareholders 
of record Novem- 
ber 29, 1957. 


ROBERT W. LADD, 
Secretary 


200 Berkeley Street, Boston 
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half considerably better than the first. 
Stimulus for the second half rebound will 
come from increased Government spend- 
ing, the completion of various inventory 
corrections and from easier credit.” 

Contrasting views. An interesting ap- 
proach in analyzing the business outlook 
has been developed by Russell H. Metz- 
ner, vice-president and economist, Central 
National Bank of Cleveland. At the an- 
nual forecast luncheon of the Cleveland 
Chamber of Commerce last month, he 
first compared economic expectations at 
the start of 1957 with the actual situation 
at the year-end, to show that it had been 
a year of change and contrasting trends. 

Then, looking ahead, he presented the 
views of the “pessimist” economists, who 
believe that the current business correc- 
tion is more than a brief adjustment 
following a period of inflation. They look 
upon it as a transition to a more normal 
rate of growth, and with intensified 
competition plus increased pressures on 
profit margins, their expectation is a 10 
per cent decline extending over a period 
of some 20 months. 

Next, Mr. Metzner outlined in some 
detail why the economic “optimists” re- 
gard the current easing in industrial 
activity as only a slight pause in the 
long-term growth in the economy, and 
why they foresee a moderate correction 
of relatively short duration followed by 
a sharp upturn later in 1958. 

Own forecast. Against the background 
of these two differing schools of thought, 
the Cleveland banker presented his own 
views. “I am less optimistic than the 
optimist, and more optimistic than the 
pessimist,” he explained. And then came 
the “magic number” again: “I anticipate 
a decline in business of not more than 
5 per cent; a duration not to exceed 9 
to 10 months; and a somewhat slower 
recovery than the optimists anticipate.” 

Basis for belief. Following are the six 
principal factors upon which Mr. Metz- 
ner bases his own personal forecast: 

(1) After two years of continuous in- 
flation, the imbalances are certainly 
greater than the optimists are willing to 
concede but not as severe as the pessi- 
mists point out. Inventories are probably 
higher than stated, and the decline in 
liquidity is a more serious factor than is 
generally appreciated. The Federal debt 
limit has delayed progress payments to 
industry on government contracts. This 
has magnified the liquidity problem at a 
time when the confidence of businessmen 
is already shaken. 

(2) The Federal Reserve policy of 
credit restraint has been especially dis- 
turbing to those businessmen in whose 
industries business is down substantially 
from a year ago. 

(3) Increase in government spending 
will be too late to alter the decline in 
business during the first half of 1958. 
The transition from conventional weap- 
ons to missiles will take time to accom- 
plish, and may well be a drag on the 
economy throughout the first half, and of 
only slight help to business during the 
balance of the year. 

(4) Labor unrest and strikes are to be 
anticipated in 1958. A protracted strike 
in the automobile industry is regarded as 
a likely possibility. Such a strike would 
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Central National Bank 
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at the Annual Forecast Luncheon 
The Cleveland Chamber of Commerce 
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December 10, 1957 
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Presents contrasting viewpoints 


materially alter the trend of business in 
1958. 

(5) A cut in personal income taxes to 
bolster business is a possibility. Congress 
will be alarmed over the decline in busi- 
ness and the rise in unemployment. 

(6) Road building and public works 
programs will be accelerated to stimulate 
the economy. 
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Financial Specialists to 
Aid Car Dealers 


With upgraded buying and the tre- 
mendous increase in options and body 
styles placing heavy new demands upon 
automobile dealers and their financing 
sources, the Chrysler Motors Corporation 
has set up a full-time field staff of finan- 
cial specialists to help dealers in liaison 
with lending institutions. 

In making this announcement at the re- 
cent American Finance Conference con- 
vention, Byron J. Nichols, vice-president 
and general manager of marketing for 
Chrylser, stated that this was the first 
staff of its kind in the automobile in- 
dustry. 

Success requisite. Underscoring the 
importance of this development, Mr. 
Nichols expressed the belief that ‘che 
dealer’s understanding of his own financ- 
ing problems, and his effective working 
relations with his finance connections, 
ean literally make the difference between 
success and failure. 

“Some dealers,” the Chrylser official 
added, “regard the finance company or 
bank merely as a source of funds that 
enables them to maintain an inventory 
of cars and as a way of making it pos- 
sible for their customers to buy cars 
on a monthly payment basis that is with- 
in their means. They fail to recognize 
all the other business-building advan- 
tages of a sound partnership between 
the dealer and his finance organization.” 

Credit needs expand. Changes have 
been taking place in this relationsh'p, 


Burroughs Clearing Howse 
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When standard reports aren’t enough... 


it’s time to call Division F- 


p poe TURN Up—those lending situations where local and 
standard information just isn’t sufficient to make a sound 
lending decision. 


That’s the time to call Division F at The First National 
Bank of Chicago. At our bank each of the 10 Divisions of 
the Commercial Department serves one group of industries 
exclusively. And upon the request of a correspondent, 
Division F men get in touch with appropriate officers of 
the other Divisions in order to supply additional tech- 


nical and statistical information which may be required. 

It’s rewarding to be in a correspondent relationship with 
a significant bank—one as important, nationally and inter- 
nationally, as The First National of Chicago. 

We invite those correspondents who now use the services 
of the First to investigate all the aids we place at their 
disposal. And if you do not have a correspondent relation- 
ship with us, consider this a cordial invitation to call a 
banker from the First who will be pleased to talk to you. 


The First National Bank of Chicago 


Dearborn, Monroe & Clark Streets + 


Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


January, 1958 











Mr. Nichols noted. For example, the 
dealer’s need for wholesale credit now 
goes far beyond what it was only a few 
years ago. Under modern marketing 
conditions most dealers cannot satisfy 
the requirements of their customers or 
compete effectively with anything less 
than a 60-day inventory of cars, includ- 
ing those in transit. This situation puts 
extraordinary demands upon the finance 
organization. 

Mr. Nichols told finance company dele- 
gates to the convention: “We understand 
perfectly that part of the answer to this 
problem, from your point of view, is to 
bring about the right balance between 
your wholesale and retail credit activi- 
ties. We have consistently told our 
dealers that one of the best ways of 
building effective and dependable lines 
of wholesale credit is to direct their re- 
tail paper to their own financing organi- 
zation.” 

Four area managers. It was at this 
point that Mr. Nichols announced: “We 
at Chrylser have become so convinced 
of the fundamental importance to the 
dealer of a sound working partnership 
with his finance connection that we have 
set up a special staff of highly experi- 
enced men to devote themselves full-time 
to this matter . .. these men are located 
in New York, Chicago, Los Angles and 
Detroit. 

“Their principal duty is to maintain 
constant and effective liaison between 
finance organizations and our dealers out 
_in the field, and to see that financial ar- 





rangements are conducted in line with 
factory policy,” Mr. Nichols added. 
He urged lending institutions to get ac- 
quainted with these men and to call on 
them when their assistance could be use- 
ful. Frederick Vinal is national dealer 
finance manager in charge of the new 
program. Inquiries can be directed to 
him at Chrysler Motors Corporation, P.O. 
Box 857, Detroit. 
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Monetary Studies: Their 
Implications for Banks 

While monetary policy matters may 
seem remote from everyday banking ac- 
tivities, results of studies being launched 
on the subject could have a most direct 
and important effect on bank operations 
and earnings. Thus the banking commu- 
nity has a direct stake in the issues 
involved. 

This was the warning sounded by 
Gaylord A. Freeman, Jr., vice-president, 
the First National Bank of Chicago, at 
that institution’s 11th annual Confer- 
ence of Bank Correspondents. The fact 
that the speaker served recently for five 
months as consultant to the Secretary 
of the Treasury gave added weight to 
his words. 

Situation changes. One question he 
raised is whether the Federal Reserve 
Board has adequate tools to implement 
monetary policy. When the Federal Re- 
serve Act was passed in 1914 the com- 




















ARE YOU LOOKING TOWARDS PERU...? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since its 
foundation over 65 years ago. If you are interested 
in doing business in Peru a letter addressed to us 


will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office - - LIMA 


96 Offices Throughout the Country 
CAPITAL - S/.80,000,000.00 
SURPLUS - $/.96,471,203.69 


"Peru's Oldest National Commercial Bank" 
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GAYLORD A. FREEMAN, Jr. 


“Banks have a direct stake’’ 


mercial banks held approximately 70 
per cent of outstanding loans made by 
financial institutions, Mr. Freeman 
pointed out, while the insurance com- 
panies, mutual savings banks and saving's 
and loan associations held only 30 per 
cent. Thus Congress, doubtless assuming 
that most banks would join the Federal 
Reserve, believed that if the Federal 
Reserve could exert control over credit 
extension by the member banks it would 
have all the influence that would be 
necessary to carry out appropriate 


monetary policy. 


Today the situation is quite different, 
Mr. Freeman asserted. Agencies of the 
Federal government extend vast quan- 
tities of credit, often in direct conflict 
with Federal Reserve policies. The insur- 
ance companies, mutual savings banks, 
and loan association, credit 
unions, and the 52 per cent of commercial 
banks that do not belong to the “Fed” 
have 58 per cent of outstanding financial 
institution loans, and the member banks 
account for only 42 per cent. 

Basic question. “This obviously raises 
the basic question—under these changed 
conditions does the Federal Reserve 
Board have the necessary authority to 
accomplish monetary policy?” Mr. Free- 
man continued. “Can the Federal Re- 
serve achieve its goals by acting upon, 
or through, the 42 per cent without act- 
ing on the 58 per cent? If not, should the 
Federal Reserve Board’s powers be 
extended to the point where the Board 
would have some parallel, although not 
necessarily identical, powers over these 
other important financial institutions? 
Or, since these other institutions merely 
channel savings and do not create new 
credit, can the Federal Reserve exert 
sufficient indirect influence through con- 
trol of member bank credit?” 

A related question, according to Mr. 
Freeman, is whether—if these other 
types of financial institutions are to be 
placed on a more equal footing with the 
member banks—other differences with re- 


spect to regulation, supervision and 
taxation should be re-examined and 
revised. 


Analyze, then inform. Rather than to 
ignore these problems, it was suggested 


Burroughs Clearing House 
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that banks should be interested in seek- 
ing to determine what changes are in 
the public interest, and in undertaking 
to inform the public of the issues in- 
volved. 

This is particularly important, Mr. 
Freeman contended, because of two 
studies on the nation’s financial system 
that are now pending: one by the Senate 
Finance Committee and the other by the 
Committee for Economic Development. 

“Tt is very possible that these studies 
will have important political conse- 
quences, they may result in changes in 
monetary policy, and they may lead to 
substantial changes in the regulation of, 
and relationship between, the various 
types of financial institutions,” Mr. 
Freeman warned. “If our banking sys- 
tem is thus to be operated on, it be- 
hooves us to analyze the ailments and 
express our opinion as to the more desir- 
able cures.” 
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New National System 
of Field Warehousing 


A new organization keyed to bank 
financing policies has been started by 
22 leading public warehouse companies, 
now associated as the National Ware- 
house Receipt System. They are entering 
into the kind of public warehousing 
known as “field” warehousing which 
permits a borrower to use his inventory 
as security for a loan without moving 
the goods. This is done by the ware- 
houseman making the storage space of 
the borrower a branch or “field” ware- 
house of his company. 

The firms, representing 37 major 
marketing areas throughout the nation, 
have established headquarters in Phoenix, 
Arizona. President is Julian Kerr, who 
has 17 years’ experience in field ware- 
housing operations east of the Rockies. 
Vice-president is Harry C. Wilder, semi- 
retired former 
many enterprises, including a_ bank. 
Orme Lewis, secretary, is former assist- 
ant Secretary of the Interior (1953-55). 
An attorney, he is also board chairman 
of the General and Selective Life Insur- 
ance Co., Phoenix. Treasurer is Joseph 
E. Refsnes, former manager of the 
securities division of the Valley National 
Bank, Phoenix, and presently a partner 
in Refsnes, Ely Beck & Co., Phoenix 
security dealers. Glenn C. Taylor, former 
senior vice-president. of the Valley Na- 
tional Bank, is chairman of the board. 

Uniform operation. Mr. Kerr explained 
that the organization is “designed to 
provide a uniform operation of field 
warehousing and to insure banks and 
other loaning institutions of a sound 
basis for advancing money on _ stored 
merchandise.” 

National Warehouse Receipt System, 
whose members show assets exceeding 
$17 million, exercises localized control 
of inventory financing. Five regional 
offices are being established in New 
York, Chicago, San Francisco, Dallas 
and Atlanta. Two regional vice-presi- 
dents will be in each of the New York 
and Chicago offices, and one each in the 
other cities. 

Regional vice presidents will be the 
Jan: 
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The “Thermo-Fax”’ Copying Machine 


...gives you fast copies of loan 
applications, financial reports, of any 
forms you must duplicate; saves you time 


The fast ‘“Thermo-Fax’”? Copying Machine is the only All-Electric, dry 
process copy maker. With it you make copies in 4 seconds by electricity 
alone. You eliminate chemicals, negatives. You get your copies for as little 
as 5¢ each. Try it. Use it on financial reports, statements, confidential data, 
on any records you now must retype or duplicate. You’ll see how the clean, 
modern simplicity of this exclusive dry copying process can save you time 
and money over any other copy method. For details and your free copy of 
our new business communications idea book, just send the coupon below. 





MINNESOTA MINING AND MANUFACTURING COMPANY 
where RESEARCH is the key to tomorrow 
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Thermo-Fax 


COPYING PRODUCTS 
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Minnesota Mining & Manufacturing Company 


1 4 SECONDS 
Dept. KR-18, St. Paul 6, Minnesota. 


Send full details on the dry process THERMO-FAX “‘Secretary’’ Copying Machine 
and my free copy of your new book, Better Business Communications. 


Name 





Bank 





Address 





Zone. 


“Thermo-Fax” and “‘Secretary” are 3M Company trademarks 
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GOING TO 
AUSTRALIA AND 
NEW ZEALAND ? 








Here are some informative folders 
covering the principal centres that 
you or your customers will find in- 
valuable. They contain up-to-date 
information, including street maps, 
and are free. 

These A. N. Z. Bank Travellers’ 
Guides cover Sydney, Melbourne, 
Adelaide, Perth, Brisbane, Tas- 
mania, Wellington, Auckland, 
Christchurch, Dunedin and will be 
sent to you by airmail without 
charge if you will tell us which ones 
you want and where to send them. 
































TRAVELLERS GUIDE TO 


\ wEIBOURNE @ 


If you or your customers are plan- 
ning to establish a business in Aus- 
tralia, we will be glad to include a 
copy of “Company Formation in 
Australia.’”’ Write to: 





General Manager’s Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
394/396 Collins Street, Melbourne, Australia 

Chief Manager’s Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
196 Featherston Street, Wellington, New Zealand 
The Manager 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
71 Cornhill, London, E. C. 3, England 
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primary contact officers who will solicit 
business from banks and _ prospective 
accounts for and with member com- 
panies, Mr. Kerr stated. 

List of firms. Companies forming the 
organization are: 

Atlanta (Georgia) Service Warehouse; 
Harris Warehouse Co., Birmingham, 
Alabama; Buffalo (New York) Mer- 
chandise Warehouses, Inc.; General 
Warehouse & Transportation Co., Chi- 
cago; General Storage Co., Cleveland; 
Dallas (Texas) Transfer & Terminal 
Warehouse Co.; The Weicker Transfer 
& Storage Co., Denver; Kansas City 
(Missouri) Terminal Warehouse Co.; 
Terminal Warehouse Co., Little Rock, 
Arkansas; Mercer Terminal Warehouse 
Co., Miami; Hansen Storage Co., Mil- 
waukee; Security Warehouse Co., Minne- 
apolis; Bond, Chadwell Co., Nashville, 
Tennessee; Iberville Warehouse Corp., 
New Orleans; Lehigh Warehouse & 
Transportation Co., Newark, New 
Jersey; Public Warehouse Co., Oklahoma 
City; Lightning Moving & Warehouse 
Co., Phoenix; Kirby Transfer & Storage 
Co., Pittsburgh; Haslett Warehouse 
Co., San Francisco; Taylor-Edwards 
Warehouse & Transfer Co., Seattle; 
S. N. Long Warehouses, Inc., St. Louis, 
and King Storage Warehouse, Syracuse, 
New York. 

Director list. In addition to the officers, 
other directors are: 

Ralph A. Cash, partner in Cash, 
Sullivan & Cross, insurance; William G. 
Coffin, president of Lightning Moving 
and Warehouse Co., and Richard M. 
Hance, agent for the Valley National 
Co., insurance, all of Phoenix; Fred 
Stevens, Jr., head of Atlanta Service 
Warehouse and president of United 
Bonded Warehouses, Inc., Atlanta; H. C. 
Dickelman, executive vice-president of 
General Warehouse & Transportation Co., 
Oak Park, Illinois; Gus K. Weatherred, 
president of Dallas Transfer & Terminal 
Warehouse Co., Robert R. Lester, presi- 
dent of Kansas City Terminal Ware- 
house Co.; Willard A. Morse, president 
of Security Warehouse Co., Minneapolis; 
Albert N. Drake, president of Lehigh 
Warehouse & Transportation Co., New- 
ark; and S. M. Haslett, III, vice-presi- 
dent of Haslett Warehouse Co., San 
Francisco. 


Foreign Curreney Brokers 


If you want to buy or sell foreign ex- 
change, you go to a bank; if you have the 
actual currency to sell or buy, whether 
it be Bank of England notes, Vietnamese 
piastres, Peruvian sols or Guatemalan 
quetzals, you go to a foreign exchange 
broker, or to the broker through your 
bank. The market for the real currency 
often is different from the going foreign 
exchange rate, i.e., higher or lower, de- 
pending upon availability at a given time. 
More frequently, however, it is closer to 
the black or gray foreign exchange 
market, which is usually cheaper than 
the official foreign exchange market 
quotations. 

Major firms. In New York there are 
three main foreign currency brokers: 


Burroughs Clearing House 


6 ita ar ne See MINER «Lead 




































Perera Company is reportedly the oldest currency exchange 
firm in the U.S. Its main office is on lower Broadway 


Young customer planning a trip to Japan 
studies currency schedule 


The business of buying and 
selling money 


Perera & Co., at Beaver St. and Broad- 
way; William Holzman & Co., 115 Broad- 
way; and Manfra & Brooks, 44 Whitehall 
St. 

The cash drawers of these foreign ex- 
change brokers often contain as many as 
110 varieties of foreign currencies, in 
all denominations (and sometimes the big 
denominations cost less than an equal 
face amount of small denominations). 
The cash supplies are replenished by pur- 
chase of odds and ends of leftover cur- 
rencies brought in by persons arriving 
from abroad and are drawn upon to sup- 
ply the needs of tourists about to make 
foreign trips. 

Restrictions abroad. Where laws of 
foreign countries permit, it is often pos- 
sible for a tourist going abroad to save 
substantial amounts by buying in the 
United States a ready made foreign 
bank-roll. If he buys from a reputable 
broker he is assured against getting a 
load of counterfeits. While a free market 
in foreign currencies of all kinds exists 
In the United States, there often are 
restrictions abroad in free exchange 
ability; the broker can advise a customer 
What he ean do within the law and what 
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Here she is shown receiving some Japa- 
nese Yen for American dollars 


At left: foreign currency 


is examined for counterfeits. 


Branch office in Rockefeller Center area displays some of the 
110 foreign currencies that are always available 


Manager F., C. Tordella explains how rate 
quotations are obtained 


Right: employee shows how 


package is sealed with special wax impression used by Perera Company 


transactions are outside the legal bounds. 

Since foreign currencies fluctuate, 
often erratically, banks do not stock them 
because of the risk; they handle the 
business through the brokers. 

Usually for cash. Most dealings at 
brokers are cash for cash, with no iden- 
tification, although large amounts often 


are handled by check payments and iden- 
tification is required. Among the brokers’ 
customers, in addition to banks and 
tourists, are crews of ships and planes. 
Demand and supply, often quite inde- 
pendent of exchange market “official” 
quotations, rules the prices asked or paid 
for foreign bank notes and coins. In the 
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Again, the mutuals gainsay fears of “small investor” panic 


winter, when the tourist rush is smaller 
than in the summer months, foreign 
“cash” usually is cheaper. 
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Stock Market Recovery? 


One of the major grounds for business 
pessimism in 1957 was the death of the 
bull market in stocks, and the precipitous 
drop of 100 points in the Dow Jones in- 
dustrial averages since July. 

What about 1958? 

One prominent broker who expects a 
stock market recovery during the coming 
year is Shelby Cullom Davis, senior 
partner of Shelby Cullom Davis & Com- 
pany, New York. He has made this com- 
parison: “I believe the stock market is 
like a woman; it can be very emotional 
at times. I furthermore believe the stock 
market every so often likes to have a 
‘good cry.’ It feels better afterwards. 
And I believe the devastating, emotional 
markets of 1957 represent the same kind 
of ‘good cry’ that the market had in 1946 
and 1937. Both of these bear markets 
were shortlived in their intensity. Within 
a few months they were all over, they 
had done their worst to values.” 

Selective recovery. Mr. Davis antici- 
pates that the recovery from the current 
drop will be sharper than were the build- 
ups from the previous bear markets, 
because of the present foreign menace 
and the prospect of an accelerated arms 
race. However, he believes that it will 
take place with varying degrees of selec- 
tivity. “The emphasis,” he predicts, “will 
be upon groups and industries that first 
begin to show increasing earning power 
or those which have become unduly de- 
pressed due to being out of fashion. The 
so-called defensive stocks, such as foods, 
tobaccos, public utilities, etc., will begin 
to lose favor as the economic skies clear. 
Because they have declined less than 
other groups, they will be subjected to 
selling pressure in order to raise funds 
to buy the more depressed groups which 
will enjoy the largest increases in earn- 
ings, as for example in the capital goods 
section. Growth stocks will regain favor, 
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particularly at these lower price levels.” 

One reassuring note penetrating the 
stock market gloom since July has been 
the favorable experience of the mutual 
funds, which are considered to be a 
barometer of small investor psychology. 

To be sure, in terms of net assets the 
mutuals have been sliding downhill along 
with the market. As the chart above in- 
dicates, due to lower stock prices, the 
net assets of open-end investment com- 
panies skidded from $9.8 billion at the 
end of July to $8.9 billion at the end of 
October. 

Demand continues. Still, the public 
appeal of the funds has not faded. Net 
sales, representing investor share pur- 
chases less redemptions, have continued 
to climb. They were $100.5 million in 
October, compared with $97.7 million in 
July. 

Based on the collapse of investment 
trusts in the 1929 debacle, many in Wall 
Street have continued to look askance at 
the funds, in the belief that shareholder 
redemptions would aggrevate major mar- 
ket breaks. 

This possibility has not been fully 
tested in the postwar period, of course, 
since the market has not yet suffered a 
sustained slump. During the brief but 
sharp market breaks that have been ex- 
perienced, however, surveys have con- 
sistently showed the same pattern—new 
sales have continued to climb while re- 
demptions have been relatively light. 


* 4 Sd 


Major Bank Adopts 
Decentralized Management 


The Bankers Trust Company of New 
York has adopted a greater decentraliza- 
tion of management authority and re- 
sponsibility, reflecting the growth the 
bank has enjoyed in recent years. Steps 
taken to distribute management duties 
on a broader basis, corresponding to the 
greater scope of the bank’s activities, 
have been paralleled by similar steps by 
many large industrial enterprises, such as 
General Electric, General Motors and E. 
I. Du Pont de Nemours & Co. 


Bankers Trust is believed to be the first 
major bank to act along these lines. The 
new system was first placed in effect 
early in 1957 when a number of top exec- 
utives, in charge of the bank’s major 
functions, were designated as senior man- 
agement and were assigned increased 
responsibility for the bank’s growth and 
development. This group at present in- 
cludes six senior officers in addition to the 
chairman of the board, the chairman of 
the executive committee and the presi- 
dent. When the new plan was adopted 
the banking department was discontinued 
as an administrative unit and officers 
heading the various banking divisions 
were given increased authority for final 
decisions in their activities. 

The senior management group, togeth- 
er with the officers in charge of the bank- 
ing divisions and other department and 
division heads, now carries primary re- 
sponsibility for Bankers Trust Company’s 
operations and its progress; it consti- 
tutes the management of the bank. 
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New Finance Landmark 
for Baltimore 


The new 20-story Commercial Credit 
Company building that has taken its 
place as the first major office building 
to be constructed in Baltimore, Mary- 
land, in over 20 years represents the 
latest in architectural design and modern 
functionalism. The frame of structural 
steel covered by an aluminum skin has 
pared the weight of wall construction 
from 12 million pounds under conven- 
tional methods to only three million 
pounds. 

The building, equipped with eight com- 
pletely automatic elevators, features 
four-level underground parking, remov- 
able windows, movable interior walls, 
a vertical conveyor system and a 400- 
seat cafeteria. Concealed motion picture 


Many advanced construction ideas 


New head-office, Commercial Credit Co. 














Burroughs Clearing House 
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New Issues-1957 


Purchased and Offered by Halsey, Stuart & Co. Inc. alone or with associates* 


Amount of 
Issue 


$ 15,000,000 


24,180,000 
20,000,000 


300,000,000 


15,000,000 
39,595,000 
7,500,000 
20,000,000 
7,900,000 
10,000,000 
6,900,000 
10,000,000 
30,000,000 
18,000,000 
$2,000,000 
21,002,000 
$0,053,800 
16,800,000 
93,000,000 
60,000,000 
8,000,000 
25,000,000 
29,500,000 
12,000,000 
6,600,000 
108,800,000 
10,035,000 
17,375,000 
20,000,000 
10,000,000 
23,610,000 
10,000,000 
82,703,625 
41,825,000 


Tax-Exempt 


ALLEGHENY COUNTY SANITARY 
AUTH., PA. Var. Rates Rev. Bonds, Due 1961-96 
BALTIMORE, MD.j{ 

3%% & 3%4% Bonds, Due 1958-86 

BOSTON, MASS. 

Var. Rates Notes, Due 1957-58 (4 issues) 
CALIFORNIA, STATE OF{ 

Var. Rates Bonds, Due 1958-84 (4 issues) 
CHICAGO BOARD OF EDUCATION, ILL.} 
3% Bonds, Due 1959-76 

CHICAGO, ILL. 

342% & 4% Bonds, Due 1959-76 

DADE COUNTY, FLA.7 

Var. Rates Bonds, Due 1959-78 

DENVER, COLO., CITY & COUNTY OF; 
Var. Rates Bonds, Due 1968-95 

DU PAGE COUNTY H/S/D No. 88, ILL.{ 
Var. Rates Bonds, Due 1958-76 

EAST BATON ROUGE PARISH S/D No. 1, 
LA.} Var. Rates Bonds, Due 1958-77 

EL PASO COUNTY S/D No. 11, COLO.{ 
Var. Rates Bonds, Due 1958-76 

HOUSTON, TEX.t 

Var. Rates Rev. Bonds, Due 1958-91 
JACKSONVILLE, FLA.+{ 

Var. Rates Spec. Tax Rev. Bonds, Due 1959-95 

LOS ANGELES, CALIF.{ 

Var. Rates Bonds, Due 1958-87 

MICHIGAN, STATE OF} (2 issues) 

Var. Rates Spec. Tax Rev. Bonds, Due 1958-77 
NASSAU COUNTY, N.Y.7 

4.20% Bonds, Due 1958-86 

NEW YORK SCHOOL DISTRICTS 

Var. Rates Bonds, Due 1957-87 (21 issues) 

NEW YORK CITY HOUSING AUTHOR. 
ITY, N.Y.+ 2%% Bonds, Due 1958-1997 

OHIO, STATE OF? (3 issues) 

Var. Rates Spec. Tax Rev. Bonds, Due 1957-72 
OHIO, STATE OF{ 

3% Korean Bonus Bonds, Due 1958-72 

OMAHA PUBLIC POWER DIST., NEBR, 
Var. Rates Rev. Bonds, Due 1959-87 

OREGON, STATE OF} 

Var. Rates Bonds, Due 1970-71 (2 issues) 
PHILADELPHIA, PA.j{ 

Var. Rates Bonds, Due 1958-82 

PHILADELPHIA SCHOOL DIST., PA.f 
Var. Rates Bonds, Due 1959-82 

PITTSBURGH, PA.+ 

3Y%A% & 342% Bonds, Due 1958-77 

PORT OF NEW YORK AUTHORITY}; 
Var. Rates Rev. Bonds, Due 1958-75 & 1987 (3 issues) 
PUERTO RICO HOUSING AUTHORITY}; 
3% Bonds, Due 1958-92 

ST. LOUIS HOUSING AUTHORITY} 
2%% Bonds, Due 1958-96 

SAN ANTONIO, TEX.? 

Var. Rates Rev. Bonds, Due 1958-80 

SAN DIEGO SCHOOL DIST., CALIF.7 
Var. Rates Bonds, Due 1960-79 

SAN FRANCISCO, CALIF., CITY AND 
COUNTY OF, Var. Rates Bonds, Due 1958-72 
SOUTH CAROLINA, STATE OF{ 

2.85% State School Bonds, Due 1958-77 
WASHINGTON, STATE OF} (3 issues) 

Var. Rates Spec. Tax Rev. Bonds, Due 1957-77 
WICHITA, KAN.?+ 

Var. Rates Rev. Bonds, Due 1962-87 








205,118,360 ADDITIONAL TAX-EXEMPT BONDS 
(122 issues) 


Descriptive circulars or prospectuses, where available, and current 
quotations will be supplied for any of these securities upon request. 
*To December 11,1957 + Issue beaded jointly by Halsey, Stuart & Co. Inc. and 


others. All other issues were headed by Halsey, Stuart & Co. Inc. alone. Not in- 
cluded in these compilations are issues in which Halsey, Stuart & Co. Inc. partici- 


bated only as a member of an account, 

Send For 
Year-End Bond Survey 
and Helpful Tax Chart 








Concise survey of 1957 bond market and outlook for 
1958, and tax chart to help you determine the value of 
tax exemption in your income bracket. Write without 
obligation for folders BC-1. 


January, 1958 


$ 


HALSEY, STUART & CO. 


Amount of 
Issue 


29,000,000 


14,400,000 


25,000,000 
50,000,000 
15,000,000 
20,000,000 
15,500,000 
17,000,000 
40,000,000 
40,000,000 
19,000,000 
40,000,000 
30,000,000 
11,880,000 
25,000,000 
20,000,000 
95,000,000 


12,000,000 
90,000,000 
12,000,000 
20,000,000 
15,555,000 
125,000,000 
70,000,000 
80,000,000 
35,000,000 
21,600,000 
100,000,000 
75,000,000 
15,000,000 
20,000,000 
20,000,000 
30,000,000 


96,700,000 
86,740,000 


Corporate 
APPALACHIAN ELECTRIC POWER COMPANY 
First Mtge. Bonds, 4% % Series due 1987. . . . « « 
CHICAGO, MILWAUKEE, ST. PAUL AND PACIFIC 
RAILROAD Equipment Trusts, Series VV & WW, 
Var. Rates Certificates, Due 1957-73 . ‘oe UE Te 
THE CINCINNATI GAS & ELECTRIC COMPANY 
First Mtge. Bonds, 444% Series Due 1987 ‘se. 6 @ 


DUKE POWER COMPANY 

4% % Sinking Fund Debentures due Sept. 1,1982 .« « « 
FLORIDA POWER & LIGHT COMPANY 

First Mtge. Bonds, 4% % Series due 1987 . . 2. « « « 
GENERAL TELEPHONE COMPANY OF CALIFORNIA 
First Mtge. Bonds, Series K, Due June 1, 1987 (5%) .. 
GEORGIA POWER COMPANY 

First Mtge. Bonds, 54% Series due 1987. .« « «6 « « 
GULF STATES UTILITIES COMPANY 

First Mtge. Bonds, 4% % Series due 1987. . « « «© «, 
HOUSTON LIGHTING & POWER COMPANY 

First Mtge. Bonds, 444% Series due 1987. . . « « »« 
ILLINOIS BELL TELEPHONE COMPANY 

First Mtge. 44% % Bonds, Series E, Due March 1,1988 . . 
METROPOLITAN EDISON COMPANY 

First Mtge. Bonds, 4% % Series due 1987 . . 2. « « « 
MICHIGAN BELL TELEPHONE COMPANY 
Thirty-Five Year 414% Debentures Due Nov. 1,1992 . .« 
MICHIGAN WISCONSIN PIPE LINE COMPANY 

First Mtge. Pipe Line Bonds, 644% Series due 1977. e 
NORFOLK AND WESTERN RAILWAY EQUIPMENT 
TRUSTS Series A & B 354% & 448% Ctfs. Due 1957-72 . 
OHIO POWER COMPANY 

First Mtge. Bonds, 4% % Series due 1987. . « « « e 
OKLAHOMA GAS AND ELECTRIC COMPANY 

First Mtge. Bonds, Series due 1987, 442% os = + fe 
PACIFIC GAS AND ELECTRIC COMPANY} 

First & Ref. Mtge. Bonds, Ser. AA & BB, 442% & 5% 
Due 1986 &1989 . . . os eo 
PACIFIC POWER & LIGHT COMPANY 

First Mtge. Bonds, 5% % Series due 1987 ee ee 
THE PACIFIC TELEPHONE AND TELEGRAPH COMPANY 
Twenty-Three Year 54% Debentures Due Aug.1,1980 . 
PUBLIC SERVICE COMPANY OF OKLAHOMA 

First Mtge. Bonds Series F, 544% Due Feb. 1,1987. . . 
PUGET SOUND POWER & LIGHT COMPANY} 

First Mtge. Bonds, 644 % Series due 1987 ‘ 
SEABOARD AIR LINE RAILROAD EQUIPMENT TRUSTS 
Series Q & R, 4 & 44% Ctfs. Due 1957-72 . . 2. « 
SEARS ROEBUCK ACCEPTANCE CORP.}{ 

4%% & 5% Debentures Due 1972,1977 & 1982 . « e 
SOUTHERN BELL TELEPHONE AND TELEGRAPH 
COMPANY 29 Year 5% Debentures Due June 1,1986. . 
SOUTHERN CALIFORNIA EDISON COMPANY 

First & Ref. Mtge. Bonds, Ser. 1 & J, 44% & 4% % Due 1982 
SOUTHERN CALIFORNIA GAS COMPANY 

First Mtge. Bonds, Series C, Due 1983 (54%%) . . « « 
SOUTHERN PACIFIC COMPANY EQUIPMENT TRUSTS 
Series WW, XX & ZZ, 44% & 442% Ctfs. Due 1958-72 . 
SOUTHWESTERN BELL TELEPHONE COMPANY 
Thirty-Five Year 434% Debentures, Due Oct.1,1992 . . 
TENNESSEE GAS TRANSMISSION COMPANY} 

First Mtge. 54% Bonds & 6% Debentures, Due 1977. 
UTAH POWER & LIGHT COMPANY 

First Mtge. Bonds, 54% Series due 1987. . . « e« e 
VIRGINIA ELECTRIC AND POWER COMPANY 

First & Ref. Mtge. Bonds, Series N 442%, Due 1987 «2 « 
WEST PENN POWER COMPANY 

First Mtge. Bonds, Series Q, 44%% Due July 1,1987 .«. « 
WISCONSIN TELEPHONE COMPANY 

Thirty-Five Year 444% Debentures-Due July 1,1992 . .« 





ADDITIONAL PUBLIC UTILITY BONDS (16 issues) 


ADDITIONAL EQUIPMENT TRUST CERTIFICATES 
AND TERMINAL BONDS. . . . . . (26 issues) 


Underwriting 
Interest 


$ 3,550,000 


5,850,000 
8,250,000 
7,850,000 
3,100,000 
2,500,000 
5,450,000 
5,800,000 
7,000,000 
5,150,000 
4,350,000 
5,150,000 
2,450,000 
6,330,000 
6,300,000 


5,800,000 


9,175,000 
1,600,000 
6,650,000 
8,700,000 
2,550,000 
7,530,000 
10,490,000 
8,650,000 
15,250,000 
5,200,000 
10,200,000 
25,150,000 
4,397,000 
6,150,000 
2,650,000 
3,850,000 
5,500,000 


37,291,200 


37,165,000 


INC. 


123 S. LASALLE STREET, CHICAGO 90 + 35 WALL STREET, NEW YORK 5§ 


AND OTHER PRINCIPAL CITIES 





screens have been included in the cafe- 
teria and guest dining room. Color tele- 
vision sets are also concealed in the 
guest dining room and the directors’ 
room, 

The building itself is over 250 feet 
high and contains 411,300 square feet. 
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Family Life Insurance 
Policy Gaining Favor 


The family life insurance policy, which 
comb:nes protection for all members of 
the family under a single contract, has 
proved to be one of the most revolution- 
ary developments in life insurance his- 
tory. 

At the year-end, for example, over one 
million families had purchased this form 
of insurance, according to the Institute of 
Life Insurance. The average policy was 
for $8,000 and covered. about four mem- 
bers in each family. 

Nearly 100 life insurance companies 
are now writing up this popular plan. 
Many of them offer special features, but 
most plans provide whole life insurance 
for the head of the household with con- 
vertible terms for wives and children. 
The policy is available to husbands from 
the ages of 18 to 50, while the wives are 
covered from the ages of 25 to 38. Under 
the programs, children are eligible from 
the ages of 15 days to 18 years, and 
unborn children are included and auto- 
matically covered, usually from 15 days 
following birth. 


Policy premiums are generally based 
on the age of the breadwinner and the 
amount purchased. Available in units of 
$5,000, $7,500, $10,000, $12,500 and $15,- 
000 on the life of the father, with insur- 
ance on each dependent equal to one- 
fifth the unit bought, the plan has al- 
ready resulted in record purchases in 
just a fraction of the time new plans 
have taken hold in the past, the Institute 
adds. 

Many companies, for instance, report 
that a high percentage of their ordinary 
life insurance is now sold on the family 
plan, as high as 50 per cent in some cases. 
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Business Viewpoints 
On Bank Policies 


“Conservative and sometimes inflexible, 
loaning practices” of the nation’s banks 
were in some instances claimed, in a sam- 
pling of business firms contacted by in- 
terviewers from the Survey Research 
Center of the University of Michigan. 
Survey findings are contained in a book 
by George Katona, professor of eco- 
nomics and psychology at the university. 
The book, Business Looks at Banks, while 
disclosing many candid comments about 
banks as seen by business presidents and 
treasurers, also revealed that business- 
men feel that banking is changing and 
today is much more cooperative with 
business that it was 10 years ago. 

Business leaders asked that bankers 
be more cognizant of business growth 
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Survey produces frank replies 


problems, and ease restrictions on bor- 
rowing for expansion. The interviews 
covered 237 company executives in all 
sizes of businesses throughout the United 
States. 

Major criticisms. A few somewhat 
surprising findings that the survey re- 
ported were: that banks are looked to for 
information on the economy but dis- 
regarded as advisers on major policy de- 
cisions, that bankers “place too little 
emphasis on the character and prospects 
of a business and too much emphasis on 
the company’s balance sheet,” that tradi- 
tion and personal contacts are usually key 
factors in a business man’s selection 
of a bank, and that neither bankers 
nor company treasurers figure impor- 
tantly in deciding on capital financing, 
but rather the recommendations for such 
programs come from sales or engineering 
departments that call for expansions. 

Most companies felt that it was 
cheaper to borrow from banks than to 
issue stock and pay dividends. Business 
leaders agreed that tight money could 
greatly effect the economy in its influence 
on capital spending. While interest rate 
increases have had no effect on company 
borrowing, long-term capital funds would 
be cut off quickly if bank loans were not 
renewable, the survey disclosed. 

Albert Lauterbach and Stanley Stein- 


| kamp collaborated on the book. It is avail- 
| able at $5 a copy from the University of 
| Michigan Press, Ann Arbor, Michigan. 
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Seottish Banks Offer 


| Trust Shares 


The banks in Scotland have added a 
new service in the aid of the proverbial 
Scottish thrift. By arrangement with 
the managers of Scottish Bank Insur- 
ance and Trust shares, which is the only 
unit trust managed in Scotland, the 
units have been made available for pur- 
chase by the public at any Scottish bank. 

Anyone, whether owning a bank ac- 
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count or not, can now go into any of 
the 1,500 branch banks in Scotland, or 
of the 16 Scottish branch offices in 
London, make the necessary payment 
and take delivery at once of the certif- 
icate for the number of units purchased. 

The units are popularly known as 
“Scotbits.” The trust was formed in 
1937 and now has a portfolio of more 
than 100 investments in equity shares 
in Scottish banks, insurance companies 
and investment trusts. It has_ been 
singularly successful and more than 64 
million units are now in issue. Over the 
past 10 years an investment of £100 
has become worth £250 and the annual 
income has increased from £3-11-4 to 
£11-0-10. 

Daily sales are limited to 100 units 
but larger purchases can be arranged 
with the trust managers. The current 
price of the units is published daily in 
the Scottish newspapers. 

Scottish banks do not advise on invest- 
ments and do nothing to push the sales 
of the units; this is left to the managers 
of the trust. It is expected, however, 
that there will be a wide expansion of 
sales as the public becomes informed of 
the banks’ new service. 

Chairman of Scottish Bank Insurance 
and Trust shares is Lord Polwarth, who 
is a director of the Bank of Scotland. 
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Up Rates on Certificates 


Interest rates continue to rise in 
California where still another bank has 
hiked its rates on savings certificates. 
The Morris Plan Company, San Fran- 
cisco, announced that it would pay four 
per cent on thrift investment certificate 
passbook accounts on the first of the 
year, increasing the old rate of 3% per 
cent. The company has also eliminated 
a provision that would reduce the four 
per cent interest formerly paid on $5,000 


Explains liberalized savings plan 
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Morris Plan 4 
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full-paid thrift certificates if held for 
less than two years. 
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Lloyds of London Star 
of New History Book 


While dealing mainly with the fabulous 
legends of Lloyds Bank Limited, the 
new book “Lloyds Bank in the History of 
English Banking” provides a nostalgic 
glimpse at English banking and the great 
Bank of England. 

Many anecdotes. The author, R. S. Say- 
ers, professor of economics at the Uni- 
versity of London, England, has colored 
this fascinating volume with anecdotes 
and incidents concerning early bankers 
and the many recurring crises suffered 
in past eras. 

One of the chapters, for example, deals 
with banking traditions in the West End 
of London, where social standing and 
family rank were considered better rec- 
ommendations than a liquid, well-bal- 
anced statement of assets. As these vari- 
ous institutions merged, complications 
arose in reconciling dozens of individual- 
istic bookkeeping systems used by these 
financial firms. 

Inauspicious start. Threaded through 
these entertaining tidbits is the history 
of Lloyds Bank, which began as the 
Birmingham firm of Taylors and Lloyds 
in 1765. The founders, four partners 
with a capital of £8,000 (about $22,320), 
formed a private bank that remained in 
one office until 1860. It now ranks as one 
of England’s five largest financial insti- 
tutions, with thousands of branches. Its 
record is a notable one, and Professor 
Sayers, whose other books on banking 
have become popular text books, has done 
it full justice. 

Copies of “Lloyds Bank in the History 
of English Banking” can be obtained 
from Oxford University Press, 114 Fifth 
Avenue, New York 11, New York, at 
$5.60 per copy. 


*“Lay-Away”’’ Plan Spurs 
Sagging Housing Market 


A Chicago home builder has adopted an 
ingenious “lay-away” plan to bolster 
home sales. 

Under the program, Albert Frank, de- 
veloper of Buffalo Grove Development, 
will take a $500 partial payment and let 
prospective buyers make weekly instal- 
ments to meet a minimum $1,450 down 
payment on homes he is constructing. 
Mr. Frank contracts to deliver one of his 
houses, priced from $16,550, at a firm 
price any time until September, 1958. 
The prospective buyer pays no interest 
or carrying charges, but can forfeit his 
money upon failure to complete the deal. 

The program, Mr. Frank said, is de- 
signed to “help home seekers work up 
enough equity over a period of months 
for the full down-payment on a home.” 
He reportedly thought of the idea when 
the GI home lending program collapsed, 
knocking the props from under the low 
down-payment financing of homes by 
families with limited funds. 
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tains your own loan payment 
forms, your self-addressed en- 
velopes, complete customer 
instructions and customer pay- 
ment record. Customers appre- 
ciate this handy convenience and 
payments are prompt without 
the expense of reminders and 
postage. Your labor costs are 
cut too! 


FREE samples. See how it works. Mail coupon. 
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Spring Street, Los Angeles. 
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BANKING NEWS 





Anticipate Opposition 
to Savings Bank Bill 

The Multer Bill, designed to gain con- 
gressional approval to the federal char- 
tering of savings banks, is expected to 
be opposed formally by the American 
Bankers Association, according to the 
president of the association, Joseph C. 
Welman. 

The controversial bill that has drawn 
sharp criticisms from commercial bank- 
ers and equally staunch support from 
savings bankers since its drafting, has 
had the attention of the A.B.A. for sev- 
eral months, and the conclusions of the 
A.B.A.’s studies most probably will be 
against passage of the legislation, Mr. 
Welman is quoted as saying. 

He further questioned whether such 
legislation was being actively supported 
by all of the country’s savings banks. 

The New York State Bankers Associ- 
ation, meanwhile, has invited the Savings 
Bank Association of New York State 
to attend a joint meeting where mutual 
problems of banks in both associations 
could be discussed and solutions to these 
problems proposed. 
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Oncoming Conventions 

The early months of the year always 
provide a host of conventions and con- 
ferences that are helpful to financial 
officers. This year is no exception, and 
below are some of more important meet- 
ings, which will provide answers to 
queries about mortgages, savings, oper- 
ations, instalment lending, and other 
problems besetting officers of banks and 
savings and loan associations. 

A.B.A. Current developments affecting 
the nation’s economy and long range 
trends which may determine bank credit 
policies in the months ahead will be 
studied at the 10th annual national 
credit conference, to be held at the 
Conrad Hilton Hotel, Chicago, Illinois, 
January 16-17. More than 1,000 top 
bank executives are expected to attend 
the affair. 

Although the conference has_ been 
compressed into two days, five sessions 
are planned, one being an evening panel 
presentation ‘by the Robert Morris As- 
sociates on January 16. The latter will 
be an informal program, covering policy 
aspects of commercial bank loan and 
credit administration in the light of a 
roundup of the “Credit Outlook,” which 
is the theme of the A.B.A. conclave. Full 
details and highlights of this important 
two-day conference will be reported in 
next month’s issue of Burroughs Clearing 
House, 

Useful ideas for management and 
operating officers in charge of trusts will 
hichlight the A.B.A.’s 39th annual mid- 
Winter trust conference at the Waldorf 
Astoria Hotel, New York City, February 
10-12. Addresses and panels by bankers 
an: leaders in trust activities, as well 
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American Bankers Association 
National Credit Conference—Janu- 
ary 16-17, Conrad Hilton Hotel, Chicago, 
Illinois 


Mid-Winter Trust Conference—Feb- 
ruary 10-12, Waldorf Astoria Hotel, New 
York City 


| Savings and Mortgage Conference— 
March 10-12, Roosevelt Hotel, New York 
City 

Instalment Credit Conference — 
March 24-26, Conrad Hilton Hotel, Chi- 
cago, Illinois 


National Association of Bank 
Auditors and Comptrollers 
Southern Regional Convention — 


April 21-23, Hotel Muehlebach, Kansas 
City, Missouri 


Northern Regional Convention — 

May 12-14, Hotel Statler, Detroit, Mich- 

igan. 

Eastern Regional Convention—May 
19-21, War Memorial Auditorium, Ro- 
| chester, New York 


Western Regional Convention—May 
26-28, Multnomah Hotel, Portland, Ore- 
gon 


Mortgage Bankers Association 


Mortgage Conferences—February 24- 





CONVENTION AND CONFERENCE CALENDAR 


25, Conrad Hilton Hotel, Chicago, IIli- 
nois; April 14-15, Hotel Commodore, 
New York City; May 24-25, Dinker-An- 
drew Jackson and Hermitage Hotels, 
Nashville, Tennessee 


Mortgage Clinics—February 6-7, Em- 
erson Hotel, Baltimore, Maryland; March 
6-7, Statler Hotel, Detroit, Michigan; 
April 21-22, Hotel Lassen, Wichita, Kan- 
sas; May 8-10, Del Coronado Hotel, San 
Diego, California; May 15-16, Cosmopoli- 
tan Hotel, Denver, Colorado 


Other National Meetings 


United Savings and Loan League, 
Comptrollers Meeting — March 5-8, 
Hotel Cleveland, Cleveland, Ohio 


Independent Bankers Association 
Convention—March 6-8, Statler Hilton 
Hotel, Dallas, Texas 


Reserve City Bankers Convention— 
April 14-16, Americana Hotel, Bal Har- 
bour, Florida 


American Safe Deposit Association 
Convention—April 17-19, Lord Balti- 
more Hotel, Baltimore, Maryland 


National Association of Mutual Sav- 
ings Banks Convention—May 8-10, 
Hotel Statler, Boston, Massachusetts 


Credit Union National Association 
Convention—May 10, Lorraine Hotel, 
Madison, Wisconsin 








Host of financial gatherings set for early months of 1958 


as leaders in related fields are expected 
to draw some 2,000 bank officers to the 
meeting. 

A.B.A.’s savings and mortgage con- 
ference, at the Roosevelt Hotel, New 
York City, March 10-12, will be held in 
conjunction with the national school 
savings forum. Educational displays of 
buildings and modernization materials, 
bank operating equipment, and of school 
savings programs are annual highlights 
of the three-day meeting. 

Of particular interest to bankers this 
year will be the A.B.A.’s_ instalment 
credit conference, at the Conrad Hilton 
Hotel, Chicago, Illinois, March 24-26. 
Bankers from all parts of the country 
are expected to participate in the three- 
day program, which will focus attention 
on the American economy and problems 
to be considered in the instalment lending 
field. 

N.A.B.A.C. The National Association 
of Bank Auditors and Comptrollers’ new 
Research Institute will be one of the 
main topics at the four regional con- 
ferences this spring. Also to be con- 
sidered are automation, operations, con- 
trol, auditing and accounting procedures. 
The meetings are primarily intended to 
give bankers a means of exchanging 
ideas on operating techniques. They will 


be held April 21-23, Hotel Muehlebach, 
Kansas City, Missouri; May 12-14, Hotel 
Statler, Detroit, Michigan; May 19-21, 
War Memorial Auditorium, Rochester, 
New York; and May 26-28, Multnomah 
Hotel, Portland, Oregon. 

M.B.A. Three major conferences, in 
Chicago, New York City and Nashville, 
and several mortgage clinics are sched- 
uled early this year for members of 
the Mortgage Bankers Association. In 
addition, there are senior executive con- 
ferences at New York University and 
Southern Methodist University, and 
servicing clinics in Baltimore and De- 
troit. 

“Participate and Profit” is the gen- 
eral theme of the clinics at Baltimore 
and Detroit. The programs are designed 
so that through active audience partici- 
pation and general group discussion, 
those attending will not only find 
answers to their own servicing problems, 
but will help others to solve theirs as 
well. Topics to be featured include de- 
linquencies and foreclosures, modern 
escrow analysis procedures, office man- 
agement and customer relations, as well 
as new ideas and developments in serv- 
icing. 

Others. The above list by no means en- 
compasses the host of important meetings 
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If you're tired of replacing foot 
mats that lose their resilience and ap- 
pearance in a disappointingly short 
time... if you want a mat or 
runner that will give relaxing sup- 
port and still look beautiful years 
after it was installed . .. use Hy- 
gienic Foot Comfort Mats, the qual- 
ity floor mats that reduce fatigue 
and increase efficiency for all who 
must work standing. 

Hygienic Foot Comfort Mats and 
Runners are easy to maintain too! 
Just clean as you would a regular 
rubber tile floor. They will not 
absorb dirt or cleaning 
water. Available 
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all edges 
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safety and 
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beautiful rubber tile floor- 
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proper support 
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Reverse side of itemized ticket serves as withdrawal blank 


scheduled early this year. Among the 
other top-level programs to be considered 
are: United States Savings and Loan 
League’s Comptrollers’ Meeting, March 
5-8, Hotel Cleveland, Cleveland, Ohio; 
Independent Bankers Association Con- 
vention, March 6-8, Statler Hilton Hotel, 
Dallas, Texas; Reserve City Bankers 
Convention, April 14-16, Americana 
Hotel, Bal Harbour, Florida; American 
Safe Deposit Association Convention, 
April 17-19, Lord Baltimore Hotel, 
Baltimore, Maryland; National Associa- 
tion of Mutual Savings Banks Convention, 
May 8-10, Hotel Statler, Boston, Massa- 
chusetts; and Credit Union National 
Association Convention, May 10, Lor- 
raine Hotel, Madison, Wisconsin. 
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Step Up Publication 

After nine quarterly issues of The 
Chase Manhattan magazine, the Chase 
Manhattan Bank has adopted a tabloid 
newspaper, which will be published 
monthly by the bank’s personnel and 
public relations departments. The maga- 
zine was started in July, 1955, shortly 
after Chase National and Bank of Man- 
hattan merged. Management decided 
that a monthly publication could better 
keep the 15,000 staff members informed 
on news within the bank. 

Entitled the Chase Manhattan News, 
the new monthly publication will be sent 
to all 98 domestic branches, 19 overseas 
branches and to the seven foreign repre- 
sentatives’ offices. 
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New Envelope Design 

A refinement in the mail service pro- 
gram at the Central Queens Savings and 
Loan Association, Jamaica, New York, 
has been the recently-designed return 
mail envelope. Citing the seven mail 
services offered customers of the associ- 


ation, the new envelope contains item- 
ized columns for each of these services 
for the convenience of the customers. 
These columns include payment to ac- 
count, Christmas club payment, vaca- 
tion account, mortgage payment, prop- 
erty improvement loan, and utility bill 
payments. 

The reverse side of the itemized pay- 
ment ticket includes a withdrawal blank. 
Each column heading includes a space 
for the account number and rem:nds 
the customer, in each case, to enclose 
either passbook, payment coupon or bill. 

Thus, a customer need only enclose 
one check to cover the services he notes 
on the ticket and can complete several 
transactions with the mailing of a single 
envelope. 
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Savings-Loan Convention 
Hits Optimistic Note 


The sobering threat of inflation, the 
concern over interest rates, the pro- 
jected growth of the home-building indus- 
try, and the 1958 economic climate of the 
country all were topics of discussion at 
the United States Savings and Loan 
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Leavue’s 65th annual convention held 
in Chicago last month. 

Guarded optimism over the savings 
and loan industry’s business growth dur- 
ing the coming year appeared as the 
resultant theme of the convention that 
attracted some 3,370 delegates to Chi- 
cago’s Conrad Hilton Hotel for five days 
of general sessions and group meetings. 

Busy program. Delegates heard of the 
successful efforts of the industry during 
1957, supported resolutions and ideas to 
bolster the savings and loan market 
during the coming year, and elected 
officers to carry out their goals in 1958. 

Principal speakers included Roy M. 
Marr, League president; James L. 
Robertson, member of the Board of 
Governors of the Federal Reserve Sys- 
tem; Kenton R. Cravens, president, 
Mercantile Trust Company, St. Louis, 
Missouri; Albert J. Robertson, chair- 
man, Federal Home Loan Bank Board; 
Arthur M. Weimer, Dean, Indiana Uni- 
versity School of Business; and Kenneth 








JOSEPH HOLZKA 


Assumes the presidency 


Baily, chairman, committee on trends and 
economic policies for the League. 

Initiate study. Savings and loan offi- 
cers attending also learned of a com- 
prehensive study being undertaken by 
the University of Indiana’s School of 
Business on the requirements for hous- 
ing and home credit in the 1960’s. The 
nature and scope of the study was _re- 
ported by Norman Strunk, the League’s 
executive vice-president. 

This report, scheduled for completion 
in 1959, will be aimed at providing many 
of the answers that savings and loan 
people will need to cope with the antic- 


ipated “population revolution” in the 
1960's, according to Mr. Strunk. The 
most important of these will include 
the number, type and location of homes 
heeded during the 1960 decade, potential 
changes in the personal incomes of 
Am rican families, home financing re- 
quirements during this 10-year span, 
ma Proposed changes in governmental 
0 


ig and home financing programs. 
Inflation fear. Despite forecasts that 


Janu iry, 


1958 


1958 would bring a degree of stability 
to prices and earnings, Federal Reserve 
Board of Governor James L. Robertson 
reminded delegates of the very real 
presence of inflation, and urged the 
American people to realize inflation for 
what it is before having it “painfully 
demonstrated.” 

Supporting this argument, Mr. Robert- 
son said, “To my mind, the prime mon- 
etary question before the country is 
still whether the prevailing expectation 
of continuing inflation can be dissipated 
without some drastic proof of its long- 
run impossibility.” 

Robertson added, “Some _ individual 
price increases must be accepted as in- 
evitable. To grow and attract capital a 


new industry may have to offer a better 
rate of return than can be found in 
older industries. If a business wants to 
attract workers into a new area, it may 
have to offer higher wages than those 
prevailing in settled areas. But if indi- 
vidual price increases are not to increase 
the price level, they must be offset by 
price declines elsewhere.” 

Watch rates. On the matter of inter- 
est rates, League President Roy M. Marr 
cautioned members to keep a close watch 
on the 1958 federal budget for a clue to 
the future of rates. “If, as a result of 
the Russian satellites, the defense budget 
is increased substantially and cuts are 
not made elsewhere in the federal 
budget, the net effect will be inflationary, 
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and the trend toward easier credit could 
be short-lived,” he explained. 

Mr. Marr added that the savings and 
loan business has gained greater stature 
as the “main bulwark of home finance” 
during the recent tight money period. 

The delegates were encouraged by the 
remarks of Kenton R. Cravens, presi- 
dent of Mercantile Trust Company, St. 
Louis, who stressed better cooperation 
between the commercial banking sys- 
tem, savings and loan institutions and 
other lending agencies as a contribution 
to the economy to encourage sound busi- 
ness and distribution practices. 

Citing the controversies that have 
arisen from the ever-growing emphasis 
on competition among financial institu- 
tions, Mr. Craven said, “Such contro- 


versies have been magnified out of pro- 
portion. Any up-to-date study will show 
our lending institutions basically supply 
their traditional markets.” While con- 
gratulating the work of the savings and 
loan industry, he urged that they be 
concerned over their reserves. He also 
urged their support of the Financial 
Institutions Act of 1957. 

Outlook good. The theme of guarded 
optimism that seems to have pervaded 
the meetings was best summed up in 
the remarks of the league’s economist, 
Arthur M. Weimer of the University of 
Indiana. 

“The outlook is good,” he said, “if by 
this we mean a period of relatively 
stable business conditions, of stable 
prices, of greater output per man hour, 











If you are, or if you are planning any kind of 
business in Canada, we suggest you contact 
Imperial Bank of Canada. With branches coast 
to coast, Imperial Bank is in a position to pro- 
vide you with up-to-the-minute information on 
trends, developments and business opportunities 
in Canada. You can readily obtain such infor- 
mation from Imperial Bank of Canada, Head 


Office, Toronto, Canada. 
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CORRESPONDENTS THROUGHOUT THE WORLD 














of higher real incomes and of a compet. } . 


itive situation. And it is good from the 
standpoint of consolidating our gains 
and preparing for advances that are 
likely to come in the 1960’s. 

“But the outlook is not good if we 
want the most rapidly expanding year 
in history; if we want the fastest 
advances in prices; if we want to expand 
our capacities; if we want a tight labor 
market; if we like a ‘boom or bust’ type 
of situation; and if we want to protect 
our recent gains.” ' 

Kenneth Baily, trends and economic 
policy committee chairman, expressed 
this same theme in his committee report. 
“Capital spending appears to have 
leveled off and may decline slightly. The 
immediate dangers of inflation appear 


_ to be over. On balance, 1958 promises 


to be a year of numerous cross currents 
that may well result in a fairly good 
set of conditions for business as a whole 
. . . despite uncertainty with respect to 


elections, international relations, and 
monetary policies,” he concluded. 
Near record year. Reviewing the 


efforts of the industry during the pres- 
ent year, Albert J. Robertson, chairman 
of the Federal Home Loan Bank Board, 
stated, “With three months to go... 
it would appear that the net savings 
growth of savings associations for the 
full year of 1957 should amount to about 
$4.7 billion, only slightly below the all- 
time high of $5 billion attracted in 1957.” 
He added that association home lending 
volume would run only $300 million below 
last year’s figure. 

New officers. Joseph Holzka, executive 
vice-president of the Northfield Savings 
and Loan Association, Staten Island, 
New York, was elected president of the 
League for the coming year. The newly- 


| elected vice-president is C. R. Mitchell, 


president of the First Federal Savings 
and Loan Association of Kansas City, 
Missouri. 

The 1958 league convention will be 
held November 17-21 in San Francisco, 
California. 


Birthday Pledge 


The reaffirmation of a pledge to help 
its customers in every way possible was 
thought to be an excellent way to cele- 
brate the 35th anniversary of the Trade 
Bank and Trust Company, New York 


Mailed to all customers 
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City. The bank had this pledge of assist- 
ance and cooperation printed in scroll 
0 
paper to all of its customers. The aim of 
the pledge is to project a personal bond 
between the bank and its depositors, 
according to management. The mailing 
is pictured in the accompanying illus- 
tration on page 18. 
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Coin Bank Display 

A collection of antique mechanical coin 
banks is serving three purposes at the 
First National Bank in Dallas, Texas. 
Besides being a crowd-stopper as an in- 
teresting lobby display, the collection is 


Unique savings display 


being used as an incentive for savings, 
and money collected in these unique banks 
is earmarked for Dallas welfare organ- 
izations. 

Both original coin banks, some 75 years 
old, and replicas of old coin banks are in- 
cluded in the display. All banks complete 
some theme of action when activated by a 


, parchment-like paper and mailed the | 








coin. Monies collected last month were | 
turned over to the Dallas Tuberculosis | 


Association. A new bank will be added to 
the exhibit each month. 

In the accompanying photograph, 
Peggy Cox, a bank page, examines one 
of the replicas that has been hand-cast 
from an antique in The Book of Knowl- 
edge collection. 
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Farm Problems Aired 
At Agricultural Meeting 
The changing face of the nation’s 


farm industry was comprehensively 
studied by over 500 bankers attending 


the recent Sixth National Agricultural | 





Credit Conference of the American | 
Bankers Association at the Morrison | 


Hote! in Chicago. 

These farm credit specialists, from 
large city banks and smaller banks 
located in rural areas, heard experts in 
farm financing, educators in agriculture, 
and representatives of the federal gov- 
etnment outline prospects for farming 
and methods of financing agriculture. 


Problems analyzed. From. speakers | 
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When your customers ship, 
title passes, and their credit risk begins 


At the time of shipping, your customers create an account receivable... 
and unless they have credit insurance . . . their insurance protection 
ceases. They lose control of the asset because title of the merchandise 
has passed. It is sound to insure the product while they own it. It is 
equally sound to insure it when the buyer owns it . . . and owes them 
for it. 


American Credit Insurance is an important 
factor in making commercial loans because 
the bank can be included as a named assured. 


We have prepared a booklet discussing credit insurance from the 
banker’s angle. If you’d like a copy please write AMERICAN CREDIT 
INDEMNITY ComMPANY of New York, Dept. 49, 300 St. Paul Place, 
Baltimore 2, Maryland. 


Providing added protection on commercial 


loans is a valuable function of 


American 
Credit Insurance 


ANY ACCOUNT...NO MATTER HOW GOOD...IS BETTER WITH ACI 
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New film outlines trends 


like J. Earl Coke, vice-president, Bank 
of America, San Francisco; A. K. Davis, 
chairman of the board, Wachovia Bank 
and Trust Company, Winston-Salem, 
North Carolina; Lowell S. Hardin, head 
of the Department of Agricultural Eco- 


nomics, Purdue University; Kenneth 
Hood, assistant secretary, American 
Farm Bureau Federation; Don Paarl- 


berg, assistant secretary of agriculture; 
Harry W. Schaller, chairman of the 
A.B.A.’s agricultural commission; Wil- 
liam F. Kelly, president, First Penn- 
sylvania Banking and Trust Company, 
Philadelphia; Lee P. Miller, A.B.A. vice- 
president; and Charles N. Shepardson, 
member, board of governors, Federal 
Reserve System, members learned the 
background of farming’s outlook against 
which they later more fully discussed 
the technical and internal problems of 
farm lending. 

Two informal group sessions were 
held on the topics, “The Nature of Our 
Changing Agriculture” and “Changing 
Credit Needs: What Are They and How 
Can We Meet Them?” 

Big business. Citing the dynamic 
changes in the farm industry picture, 
Mr. Miller told bankers that “Beyond 
loan size, the overall credit program of 
modern farmers should become a chal- 
lenge to every banker serving rural 
areas. Farm credit has gone far beyond 
the concept of a single loan made in the 
spring and repaid in full in the fall. 
Extensive capital needs and new produc- 
tion methods require a fairly complex 
line of credit and much more knowledge. 
This means that agricultural banks 
should place increased emphasis on hir- 
ing sound experts in farm credit and 
farm management.” 

Dr. G. B. Wood briefly discussed farm- 
Ing “on specification.” Pointing to the 
fact that food retailing is being con- 
centrated in fewer and fewer hands, he 
emphasized that “such mass distribution 
ls leading to buying on specification. 
The supply end of the food firm is exert- 
Ing more and more control over farm 
output, and farmers are dealing with a 
hew type of animal now, a consumer- 
retailer team that is writing the ticket.” 
He added that while population growth 
and per capita consumption was expected 
to raise demands for food, no shortage 
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appears to be imminent by 1965, and 
said that unless output and expansion 
is held in check, farm prices will aver- 
age only between 75 and 80 per cent of 
parity and place pressures on farmers. 

Overproduction cited. Don Paarlberg 
also spoke of this abundance in farm 
products brought about by the techno- 
logical revolution. He stated that no 
controls acceptable to farm people appear 
capable of appreciably reducing the 
volume of farm production. He further 
discussed the administration program in 
Washington and how it is being aimed 
to promote the highest level of farm 
living possible while attempting to meet 
the food surplus problem. 

In a most comprehensive report on 
over-production, price supports and farm 
income, Kenneth Hood, American Farm 
Bureau Federation’s spokesman, detailed 
the problems facing America’s farmers 
and the federal government. He stated 
that the agricultural program must in- 
clude much more than emphasis on price 
supports and production adjustments. 
“The most satisfactory approach to the 
problem is the expansion of foreign 
markets by policies designed to hold 
international trade at a high level and 
continuing efforts to improve diets.” 

In summing up his appraisal of the 
situation, he called for primary emphasis 
on self-help, market expansion, maximum 
farm efficiency, limitation of monop- 
olistic practices in labor, government and 
business that raise farm costs, and less 
government management and regulation 
of production and marketing. 

Cautious confidence. Discussing the 
agricultural credit situation, Agricultural 
Commission Chairman Harry W. Schaller 
reported that a recent A.B.A. survey on 
farm credit depicted a period of cautious 
confidence. He backed up this statement 
by reporting that repayments and delin- 
quencies remain sound, farmers’ deposits 
show a slight increase, longer repay- 
ment programs are being offered, and 
recent weather conditions have improved 
greatly over the period during the first 
part of the year. 

Still to be reckoned with, he said, was 
the fact that the tight money condition 
has finally hit the rural areas. Bankers 
still are faced with the problems of pro- 
viding longer repayment programs and 
making larger loans, he added. 

Other topics under consideration at 
the conference were government lending, 
new opportunities in financing farmers, 
monetary policies in our economic cli- 
mate, the bankers responsibility in a 
changing agricultural economy, vertical 
integration in agriculture, farm machin- 
ery capital needs and a new A.B.A. film, 
“Banking on Farmers.” 

The 1958 agricultural conference will 
be held November 17-19 in Omaha, 
Nebraska. 
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Mobile Home Regulations 
The Law of Mobile Homes, a 162-page 
book covering all phases of regulations 
on movable dwellings has been published 
by the Mobile Home Manufacturers As- 
sociation. Barnet Hodes and G. Gale 


Roberson, attorneys, are authors of the | 
book which treats the salient require- ! 
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ments and problems caused by this popu- 
lar “living on wheels” era. Its contents 
include a description of the mobile homes 
industry, state regulations, licenses and 
taxes, regulations on its vehicular use 
and its use as a dwelling, regulations on 
trailer parks, and the private rights and 
liabilities of mobile home owners and 
park operators. 

In its 294-page appendix, the book 
covers state statutes governing mobile 
homes in each of the 48 states, as well 
as referring to federal statutes. A sug- 
gested model ordinance regulating mobile 
home parks, a model statute regulat- 
ing size of mobile homes on the highways 
and a case table are also provided. 

Copies of the books are available at 
$14.75 per copy and may be obtained 
from the Mobile Homes Manufacturers 
Association, 20 North Wacker Drive, 
Chicago 6, Illinois. 
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Educational Folders 


The Pennsylvania Bankers Associa- 
tion has just published two timely fold- 
ers for its members. They are entitled 
“Something Big You Can Do for Your- 
self” and “That’s Confidential.” 

The latter, a four-page brochure, is 
aimed at helping banks in their per- 
sonnel training programs. It notes that 
information about the bank must be 
treated with confidence by employees if 
bank and the staff are to prosper. 

The importance of a bank account in 
the lives of young people is the central 








Something 


BIG 


you can do for yourself! 












































Latest in timely series 


theme of “Something Big You Can Do 
for Yourself.” It points out that the 
first step towards independence is learn- 
ing how to handle money. 

Either of these well-pointed folders 








ACCENT ON 


Our principal objective this year will 
be to improve our accuracy quotient. 
Printed account numbers on checks 
are going to create more errors unless 
we are pe to institute better inspec- 
tion controls. There are those who 
blissfully believe that setting a line of 
type for a number such as 1-437-824, 
and proofreading it, is as easy as 
setting and proofreading a line fora 
name such as James C. Morrison. 
We know better. One reads names 
but recites numbers. 


Wrong numbers are worthless, and 
machine manufacturers recognized 
this else they would not have pro- 
vided verification devices for semi- 
mechanized machines and checking 
digit reading devices for fully mech- 
anized units. It isn’t that banks are 
going to post to wrong accounts if 
printed numbers on checks are in- 
correct, because the machines are 
designed to prevent this, but it will 
be a real annoyance until a replace- 
ment supply of checks reaches the 
customer. 


ACCURACY 


One of the reasons why we changed 
our billing system last year was be- 
cause it enabled us to provide a debit 
slip which banks could use when 
passing on the cost of the checks to 
their customers. This debit slip shows 
exactly what was imprinted on the 
checks, and we urgeall banks to put it 
through their machines immediately 
in pl to make certain that the 
account number is correct before the 
customer has a chance to issue any 
checks. By doing this promptly, 
much of the irritation will be taken 
out of check handling. 


Weare frank to say that some of our 

ood friends think we are just “‘beat- 
ing the drums’’ when we point out 
the likelihood of more errors due to 
account numbering. We don’t feel 
that we are overstating the danger in 
any degree. Last year 99.77% of the 
jobs we handled were right, but that 
.23 of 1% translated into a whale of 
a lot of errors because we handled a 
whale of a lot of orders. This year 
we expect to handle more orders and 
make fewer mistakes. 
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Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 
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may be purchased from the Education 
Foundation, Pennsylvania Bankers As- 
sociation, Box 152, Harrisburg, Penn- 
sylvania. An order form listing the costs 
of the folders in various quantities will 
be mailed on request. 
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Barclays Bank Rescues 
Smaller Bank’s Depositors 

In an incident which is very much in 
the tradition of British banking, Barclays 
Bank Limited assumed obligations of a 
small private savings bank in Birming- 
ham with deposits of about £1,000,000. 

Barclays acquired the Ideal Bank’s 
shares and has undertaken to take all 
responsibility for paying the bank’s 
depositors, together with interest up to 
the time of closing. The Ideal Bank paid 
2% and 3 per cent interest. Depositors 
who choose to transfer their accounts 
to Barclays will receive the full rate 
paid by the big clearing banks, at present 
5 per cent at seven days’ notice. 

The bank was forced to suspend opera- 
tions because it had invested its assets 
in trustee securities which have had a 
sharp drop in value. When it closed the 
market value of its holdings was less 
than 75 per cent of redemption value. 
Incredible as it seems, one holding of 
Metropolitan Water Board bonds may 
not be redeemed until 2003. 

R. G. Thornton, a general manager of 
Barclays Bank, states that Barclays 
board made their offer both in the gen- 
eral interests of banking and in order 
to safeguard the interests of the deposi- 
tors concerned. He said these deposits 
represented genuine savings, very often 
of small amounts and at low rates of 
interest. All the future business of the 
Ideal Bank will be transacted through 
Barclays branches. Barclays will have 
to wait a long time to recover its money, 
but the gratitude of the depositors is 
unbounded. 
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Thrift-Incentive Plan 


The First National Bank of Boston, 
Massachusetts, and its affiliate, the Old 
Colony Trust Company, have introduced 
a new thrift-incentive plan for their 
employees. It is a combination savings 
and profit-sharing system to be admin- 
istered by Old Colony as trustee. 

Under the program, an employee puts 
in a percentage of his salary and the 
bank puts in an amount based on the 
employee’s contribution. The bank’s out- 
lay is also based on the relationship of 
its earnings to its capital structure. 
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Seek Returns on 
Bank Advertising Poll 
Member banks of the American Bank- 
ers Association are being urged to com- 
plete the recent questionnaire on the 
advisability of a national advertising 
campaign for banks as quickly as pos- 
sible. This prompting was contained in 
a letter to all members mailed by the 
public relations council of the A.B.A. 
Hopes for an early tabulation of the 
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returned questionnaires has been ex- 
pressed by Melville M. Parker, chairman 
of the council. 

Describing the main purposes of the 
survey as a method of appraising whether 
member banks in the majority want 
national advertising and are willing to 
pay for it, Mr. Parker stressed in the 
letter that “the most important thing 
right now is for every member to vote 
as you please, but please vote, as soon 
as you can.” 

* 


A 12-state poll by editors of the “Mid- 
Continent Banker,” appearing in _ its 
December issue, reveals that bankers 
are in favor of the national advertising 
program by a five-to-one majority. 

The editors added that banks favoring 
the proposal ranged from $2,069,000 to 
$194,135,000 in total resources, while 
those against the program had from 
$4,035,000 to $41,394,000 in resources. 
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Weather Forecasting 


A highly interesting approach in bank 
promotional pieces has been released by 
The National City Bank, Cleveland, 
Ohio. Entitled, “How to Forecast the 
Weather,” the 10-page, pocket-size book- 
let explains in copy and photographs 














Handy pocket-size guide 


certain tell-tale signs about the sky and 
wind that can help the observer fore- 
cast the weather in store for his area. 
Illustrated in four colors, it shows the 
various cloud formations and sky colors 


in th morning, during the day and at 
sunset. 
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Views of Finance 


The complex and _all-inconclusive 
financial world presents a varied picture, 
both at work and play. On page 24 
are some scenes that tell this story. 
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STANDARD UNIT 


increases speed of 
check filing by more than 
100% over vertical files! 


Checks 
roll to the 


seated cle rk | Pat. & Pats. Pending 
each unit has 


A28 total workable filing inches 
for checks up to 6%’ x 34%4"* 






































The new ROL-DEX model RC-94 has ideal 
arrangement and capacity for fast check filing. 


Records are also available for others to 
refer to without disturbing the filing clerk. 


Two or more units may be joined to form work stations 
suited to your particular volume of check filing. 


* Special trays available for 9° x 4° commercial size 
checks giving 296 workable filing inches. 


Send for more information about 
his cae check 
filing equipment 


WATSON MANUFACTURING COMPANY, Inc. 
Rol-Dex Division, Dept. B-2 
Jamestown, New York 
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Dramatic mural. New York’s present mid-town skyline contrasts 
with the historic scene of open Grand Central Station railroad 
tracks in the 35-foot mural at the new Park Avenue-52nd Street 
office of The First National City Bank of New York City 





























Doll display. Hiram G. Rheiner, assistant vice- 
president of The First Pennsylvania Banking 
and Trust Company, Philadelphia, presents Bar- 
bara Lenker, 5, one of the 1,300 dolls dressed up 
for charities. Betty Harmon looks on 














Award winner. Idaho Mutual Benefit Associa- 
tion, Boise, Idaho, took first place honors and 





$300 for the above sign in a recent highway dis- Historic signing. Gerald H. Lamson’s signing for a loan from 

play competition sponsored by Minnesota Mining the Community Federal Savings and Loan Association of Overland, 

and Manufacturing Company. The billboard is St. Louis, Missouri, marked a significant milestone. It was the 
in full color and visible at night 25,000th home loan made by Community Federal 





Speeds accounting. The Hanover Bank, New York City, has come up with a 
new use for Western Union’s “Intrafax,” in its central loan accounting between 
the bank’s main office and its eight Manhattan branches. When a company 


negotiates a loan at Hanover’s 41st Street branch, the papers are fed into a 4-H winners. President S. Clark 
machine, shown at the left. At the bank’s main office, right, a red light flashes Beise of Bank of America, San Fran- 
on. The attendant plugs in the receiver, and a picture copy of the loan report cisco, presents 4-H leadership awards, 
is completed in three minutes. Intrafax is also being used by the bank for the worth $300, to winners Marilyn Vier- 


transmission of important letters, signature verification, money transfers, etc. ira and L. Leonard Lanfranco 
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Doll display. Some 1,300 dolls gathered 


and dressed by members of The First 
Pennsylvania Banking and Trust Com- I Or 
pany’s employee association made up a 


a very attractive display at the Annex 
Office. The exhibit is an annual affair. . ‘is 
The dolls are made for distribution at th All C 

Christmas to children of 40 Philadelphia WL tson Oupon 
area hospitals and welfare agencies. 


Dramatic mural. The First National 
City Bank of New York City’s new Park 







Avenue-52nd Street office features the | g—m= 

latest in modern conveniences, plus an 3 3 

attractive mural created by the French soe ote Se an B k 
artist, Pierre Bourdelle. . OO S 





Award winner. In a competition open 
to signs surfaced with reflective tape, the 
Idaho Mutual Benefit Association, Boise, 


Idaho, walked off with the top honors SE Ge is cour” ar 
and a $300 prize. Second place and $150 with PANO eg 


went to Newcomb Finance Company, 
Sioux Falls, South Dakota; third place 
and $100 to Steel City Federal Savings 
and Loan, Gary, Indiana. The contest MORE level payments 
was sponsored by Minnesota Mining and LESS collection work 
Manufacturing Company, Minneapolis. 

Historic signing. Gerald H. Lamson’s 
signing of a loan for a new home, marked 
a scene that is duplicated daily at thou- 
sands of financial institutions. To the 
Community Federal Savings and Loan 
Association of Overland, St. Louis, 
Missouri, it represented a rare milestone, 
its 25,000th loan for a new home. 

Speeds accounting. The banking in- 
dustry’s astuteness in grasping and re- 
adapting equipment to fit its needs is 
well exemplified in The Hanover Bank’s 
use of it to speed central loan accounting. 
The New York City bank has also used 
it to transmit important letters and other 
special documents. 













MORE speed at windows 
LESS waiting time 








4-H winners. Financial institutions are MORE mail payments 
always eager to help youngsters, both LESS cost to handle 


in and out of school, and this eagerness MORE accuracy when posting 
is shown as President S. Clark Beise of LESS time when balanci 

the Bank of America presents 4-H — 
award winners with certificates entitling 
them to transportation to a national 











. . ‘ ? 
youth group meeting in Chicago. MORE repeat . REPAIR: 
loans cht ; REPAINT? 

i LESS acquisition Do you wish fo. - ++ | REMODEL? 
New PR Department for itt sms x tow eo ond the to 622 
Virginia Bankers We can ast you in inti cat 
_ The Virginia Bankers Association has niie See our Instalment Loan Department — 
joined a growing list of state banking Mentioning your account mumbet: 


associations establishing public relations 
departments. The new department, to be 
called “Pride,” will be headed by Robert FR F r ’ . 
B. McNeil as executive manager. Pride, inform ative booklet and Samples 
incidentally, stands for the initials of 
Public Relations Individually Designed 
for Every Bank. 

The new department will operate in 








the fields of publicity, personnel rela- nr couren poon> ALLISON COUPON CoO., INC 
tions, advertising and education. It rt — | Indianapolis 6, Indi . 
promises member Virginia banks work- ls : = ealenaees 


able and practical public relations tools. 
The new arm of the association, first 
recommended in 1954, was approved at e 
the 1957 Virginia Bankers convention. mail 


Please send me free samples and information 
showing how to get MORE for LESS using 
Allison Coupon Books. 
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the coupon | 
Unxsual Drive-In Designs d p | FIRM 
Two banks, thousands of miles apart, to ay: | ADDRESS 
havi come up with the unusual in bank | c 
desi n. But neither bank has sacrificed I i TN 
fun ‘onalism in the search for eye- l 
Catching and attractive structures. The $00 cere cen cen a ee ees ce ee ee ce ia 
January, 1958 


25 








& om 
Take Afiother a, 
> a, 


fr 
‘ aa i / . 
PN Gea eee Zs 





ae 












50 Offices 


(#50 Opened Dec. 15th) 
Lowing 
39 Arizona 
Communities 











Hom 
Phoenix, Arizona 


FIRST 
NATIONAL 
BAW IK oF arizona 


Arizona’s Oldest National Bank 
| MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION j 











Now ELECTROFILE 





Cuts Clerical Costs with 
PUSH-BUTTON FILING 





REVOLUTIONIZES CONSUMER 
LOAN RECORD KEEPING 


Here’s how to mechanize active records to 
save time, work and money. ELECTRO- 
FILE codes, verifies, houses and selects 
cards—all in one compact unit. Elimi- 
nates need for sequence filing. Cards 
needed pop up automatically at the push 
of the buttons. Re-filing time virtually 
eliminated. Less help needed. 
ELECTROFILE is ideal for use in 
combination with posting machines. It 
pays for itself quickly through its savings. 


ae Write for full details 


ELECTROFILE Division of 
JOHNSON FARE BOX COMPANY 


4619 N. Ravenswood Ave. 
Chicago 40, Ill. 


SALES AND SERVICE OFFICES IN MAJOR CITIES 
LISTED UNDER BOWSER, INC. 
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City Bank of Detroit, Michigan, has 
chosen the circle, and the Alaska Na- 
tional Bank of Fairbanks has adopted 
the triangle, as the patterns for their 
new quarters. 

The City Bank, pictured above, pre- 
sents a 12-sided structure resembling a 
drum, in its new Mack-Cadieux branch. 
The main banking building, offering all 
banking facilities including drive-in 
windows and safe deposit boxes, is con- 
nected to a second building that houses 
heating and utility equipment as well as 
an employees’ lounge. Walls are mostly 
of glass while walnut fixtures blend dec- 
orously with black and white Formica 
counters. 

Access to the two drive-in windows 
and the large parking lot may be had 
from two main streets. 

The Alaska National Bank of Fair- 
banks, meanwhile, has constructed its 
new branch building in the form of a 
triangle to make maxtmum use of its 
location for drive-in banking. Two sides 
of the building contain drive-in windows 
while a third offers a drive-up night de- 
pository. Another design feature is the 
curved reinforced concrete arches rising 


Triangular shape facilitates 
Alaskan drive-in service 


Circle design highlights the new 
City Bank office in Detroit 


from the three corners of the triangle 
and supporting the roof. 

Easy access to both drive-in windows 
or to the night depository has been as- 
sured by placing the building as a virtual 
island in the center of the customer park- 
ing lot. 

Inside, three teller stations, an officers 
area and a spacious lobby are bathed in 
natural light from the partial window 
walls. Formica, vinyl wall fabric, ter- 
razzo and a luminous ceiling complete 
the interior furnishings of the modern 
building. 
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Customer Appreciation 
Is Theme of Promotion 


“Customer Appreciation Time” is the 
theme of a new bank promotional pro- 
gram aimed at tieing in the friendly at- 
mosphere of St. Valentine’s Day with an 
opportunity for the bank to thank its 
customers for their patronage. The copy- 
righted service is being offered one bank 
in each trading area. 

The promotional package contains di- 
rect mail pieces, lobby display cards, 
newspaper mats, heart-shaped employee 
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A banker wants to know the financial 
strength of an account before he will lend 
money; a supplier checks on a potential cus- 
tomer before he ships an order. Both sense 
the risk involved and want information before 
making a decision. 


It is the function of Dun & Bradstreet to 
provide information as a basis for decisions 
on business transactions between lenders and 
borrowers, buyers and sellers. In collecting 
these facts Dun & Bradstreet has the coopera- 
tion of the business community. Again this 
year millions of business men have been asked 
to mail in their current financial statements. 


As a banker you know the need of a recent 
financial statement to evaluate credit stand- 
ing. By mailing in a copy of their latest bal- 
ance sheet your accounts benefit these ways: 

e They SPEED up-to-date facts to an 
agency long experienced in the evalu- 
ation of credit information and its dis- 
tribution to banks and suppliers. 





© They ESTABLISH a ready reference 
at Dun & Bradstreet when suppliers or 
banks question them about their finan- 
cial and credit position. 


¢ They ANTICIPATE credit inquiries 
and thus save their own time as well as 
the time of their bank, accountant, and 
supplier. 


A mailed-in statement allows the Dun & 
Bradstreet reporter to study the figures of a 
business before he makes his regular call. 
During the call he’ll be able to discuss the cur- 
rent statement and his analysis will then be 
based on a thorough understanding of the 
latest information. This analysis is the heart 
of the Dun & Bradstreet credit report and 
supports the rating in the Reference Book. 


Won’t you urge your accounts to mail in 
their annual statements just as soon as they 
are available? 


DUN & BRADSTREET, INC. 
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WESTON Cotton Fiber BOND 
Makes Letterheads Noticeably Better 


Weston Bonp, made better with cotton fiber, imparts an 
air of obvious importance to your letters. It lends conspicu- 
ous quality to your letterhead — character that commands 
attention. 

In the office, you'll like the way it takes typing, writing 
and (when necessary) erasing. It serves admirably, too, for 
office forms and other applications that call for a clean, 
strong serviceable bond paper. And the cost? .. . hardly 
more, if any, than you are now paying. 

Your printer has Weston Bonp in white, colors, white 
opaque, litho finish and envelopes to match. Ask him to use 
it for your next lot of letterheads or write for a sample book 
and make your own comparison. Address Dept. BU. 


BYRON WESTON COMPANY 
Makers of Papers for Business Records Since 1863 
DALTON, MASSACHUSETTS 


WESTON BOND 


COTTON FIBER BONDS 


Cotton Fiber Quality Letterhead Paper 


e LEDGERS * MACHINE POSTING LEDGERS ¢ INDEX BRISTOLS 











Timely customer piece 


badges and suggestions for more elabo- 
rate campaigns to be staged during 
February. A Valentine stuffer contain- 
ing a message of appreciation from the 
bank is recommended to be sent to cus- 
tomers with their statements at the first 
of the month to start the campaign. 

The accompanying photograph shows 
some of the material offered in the pro- 
motional package that has been created 


by the Atlas Advertising Company, 
Brookline, Massachusetts. 
. « . 


N.A.B.A.C. Research Plans 
Gain Warm Reception 

Initial reaction to the National Asso- 
ciation of Bank Auditors and Comp- 
trollers’ Research Institute has been 
excellent, according to Steve Bomar, 
N.A.B.A.C. president. 

Seek member support. Mr. Bomar who 
is vice-president of the Trust Company 
of Georgia, headquartered in Atlanta, 
pointed out that nearly 4,000 N.A.B.A.C. 
members have been asked to contribute 
to the minimum first year budget of 
$274,500 for the Research Institute. 
Members have been sent a _ suggested 
list of contributions, beginning at $100 
for the banks with assets under $100 
million up to $2,500 for banks over $1 
billion. 

A director with successful experience 
in research activities will head the new 
experimental arm. His staff will include 
men with practical banking experience 
and research experts in costs, systems 
and methods. They will evaluate var- 
ious methods of handling bank paper 
work and production, along with equip- 
ment designed for these tasks so that 
banks can make comparisons of their 
own efficiency and processes. These 
studies will be made in banks of all 
sizes, so that every bank in the nation 
will benefit from the research work. 

First year budget. The initial $274,590 
budget would allow for salaries, both 
professional and clerical, of $92,000; 
rent, $9,500; office equipment and sup- 


plies, $11,000; promotional expenses, 
$15,000; office and administrative ¢x- 
penses, $15,000; travel, $32,000; and 





outside research contracts of $100,000. 
The research program is the result 
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of studies conducted by the Armour 
Research Institute, which indicated that 
the experimental laboratory would be 
both practical and productive. It will 
be supervised by nine trustees, all of 
whom are N.A.B.A.C. officials. Included 
are: Mr. Bomar; Franklin D. Price, 
comptroller, the First National Bank 
in Dallas, Texas; Malcolm H. Gibson, 
vice-president and cashier, Citizens State 
Bank of Sheboygan, Wisconsin; Donald 
J. MacDonald, auditor, Northern Trust 
Company, Chicago; Robert H. Shepler, 
vice-president and cashier, Denver Na- 
tional Bank, Colorado; Robert F. Good- 
win, comptroller, Wachovia Bank and 
Trust Company, Winston-Salem, North 
Carolina; Howard A. Leif, vice-presi- 
dent, Bank of America, San Francisco, 
California; Henry J. Rohlf, vice-presi- 
dent, Mercantile Trust Company, St. 
Louis, Missouri; and F. Byers Miller, 
executive director of N.A.B.A.C. offices 
in Chicago. 
« e a 


Manhattan Move 


A new location for its home office has 
been acquired by Bank of America 
(International) in the heart of the 
financial district of New York City. 

Russell G. Smith, executive vice-presi- 
dent of Bank of America, San Francisco, 
has announced that a nine-story office 
building at 35-41 Broad Street has been 
purchased from the United States Trust 
Company of New York. The building, 
erected in 1928, has a total floor space 
of 114,842 square feet. 


Bank of America (International) will | 


move from its present home office at 40 
Wall Street when a new building now 
being constructed for United States 
Trust Company is ready for occupancy. 
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A.B.A. Trust Conference 
The oft-repeated forecast of a period 





of stability for the purchasing power | 


of the dollar during 1958 was again 
quoted to bank officers attending the 
Mid-Continent Trust Conference of the 
American Bankers Association’s Trust 
Division last month in New Orleans, 
Louisiana. 

This anticipated plateau in the Amer- 
ican economy was discussed by Robert 
W. Elsasser, New Orleans economist, 
who stated that while the trend of price 
levels would continue upward indefinitely 
and gradually, the country should expect 





intervening years of stability and cited | 


1958 as such a year. He recommended 
that trust men rely less on market 
averages, and “to rest speculative and 
Mvestment decisions more on cautious 
study of specific selected opportunities.” 
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Survey Reveals Problems 
Of Rapid Bank Growth 


The problems that bank mergers 
Sometimes create among personnel were 
forcibly illustrated in a recent study made 
Mm a mid-western bank by Social Re- 
search, Ine., Chicago, Illinois. The re- 
sults of the employee attitude survey 
reveaicd that staff members found it 
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...with 39 banking offices throughout the Far East...the “Hong- 
kong Bank” is ready to help you and your customers with current 
information on credits and conditions in the Orient. 

Here is a bank that specializes in foreign trade. One call to the 
offices of the Bank’s San Francisco and Los Angeles subsidiary 
or its New York agency will put our facilities to work for you. 


y BANKING 
wo "Ops 
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The Hongkong and Shanghai 
Banking Corporation of California 


Member Federal Deposit Insurance Corporation 








SAMUEL J. H. FOX, PRESIDENT 


Subsidiary of the largest commercial bank in Asia 
with total assets of more than 600 million dollars 
SAN FRANCISCO: 80 SUTTER STREET 
LOS ANGELES: 212 WEST SEVENTH STREET (VAN NUYS BUILDING) 





The Hongkong and Shanghai Banking Corporation 
72 Wall Street, New York * Agent: B. P. Massey 
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This is a confidential questionnaire and it is anonymous. 
Please do not sign your name. We are interested only in 
your opinions. 
Here are a group of statements people might make about 
their bank or their job. Some people agree with some of 
them and disagree with others. Please indicate how you 
feel by circling the answer (agree, undecided, or disagree) 
that comes closest to expressing your opinion. 
1. I understand what the bank's benefit program 
provides for employees...ceeeeeseesersccecss Agree Undecided Disagree 
2. Changes are made here with little regard for 
the welfare of employees..... errr baeewens Agree Undecided Disagree 
3. If I have a complaint to make, I feel free 
to talk to someone up-the-line......-eseeese Agree Undecided Disagree 
4, My boss really tries to get our ideas - 
BPOUL CRIBES 6c co cdc tb ecernsierceeee sewer vens Agree Undecided Disagree 
5. My boss lives up to his promises. ......+-. Agree Undecided Disagree 
6. The grape-vine is the best place to find 
out what- really goes on around here....... Agree Undecided Disagree 
7. ‘They expect too much work from us around 
ROTO aw cccncccersvccvecvecvsveees eovesescers Agree Undecided Disagree 
8. You can say what you think around here... Agree Undecided Disagree 
9. Management ignores our suggestions and 
COMPLAINES wg wcccccccsesccees esessecees ovece Agree Undecided Disagree 
10. My job is often dull and monotonous...... Agree Undecided Disagree 
ll. I am often bothered by sudden speed-ups or 
unexpected slack periods in my work...... Agree Undecided Disagree 
12. It's hard to tell what the boss really has 2 
om his mind. ....ccnere ar Sesh dO eC es Agree’ Undecided Disagree 
13. They have a poor way of handling employee 
complaints here......... vesecseveeuceen ee Agree Undecided Disagree 
14. Management keeps us in the dark about things 
WE OUGHE CO KNOW sis cicewscecsvsssacs are Agree Undecided Disagree 
15. I. know how my job fite in with other work in 
: Ghis: OF@Rni Sasi on... ccc kee éik ees ccacnknene Agree Undecided Disagree 








Questionnaire permitted ready appraisal of staff attitude 


difficult to communicate with one another 
and were inadequately informed on the 
bank’s activities. 

While satisfied with their physical sur- 
roundings, impressed with the importance 
of the institution in general, they also 
felt like they were working in an in- 
formational vacuum. The survey pointed 
out complaints that employees were not 
receiving the type of briefing they 
thought they should have and even con- 
sidered themselves as outsiders. 

Part of the problem was directly at- 
tributed to a series of mergers that had 
brought new people into the bank and 
which had brought sharp increases in 
organizational growth. Bank manage- 
ment, once appraised of the major prob- 
lems reflected in answers to question- 
naires such as the one reproduced in the 
accompanying illustration, immediately 
took steps to set up a simple communica- 
tion system and make employees feel 
like they were an integral part of the 
institution. 
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Controller Meeting 


One of the most frequently discussed 
topics at the recent two-day western 
regional conference of savings and loan 
controllers was automation. The 300 
delegates, from 11 western states, met 
at the Ambassador Hotel, Los Angeles, 
where panel groups and_ individuals 
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wrestled with the problem of adapting 
specialized electronic equipment to their 
associations and to the industry as a 
whole. 

Robert R. Sprague, president of the 
California Savings and Loan League 
and president of the Los Angeles chapter 
of the Society of Savings and Loan 
Controllers, stated ‘‘Automation, proper- 
ly utilized, can render a great savings 
in the operation of a savings and loan 
association and this economy can be 
passed on to the customers. Through 
automation intelligently handled, the 
savings and loan business in the next 
10 years will grow in strength and 
service and will continue to set records 
in both the savings and home lending 
fields.” 


e e 4 


Revised Loan System Gives 
Customers Preferred Rates 


The Franklin National Bank of Frank- 
lin Square, New York, is offering its 
depositors loans at reduced levels. 

In announcing the new plan, Paul E. 
Proswimmer, executive vice-president, 
said, “many people with money in the 
bank prefer to finance their purchases 
rather than disturb their reserve funds. 
Our new concept attempts to recognize 
their preference and place instalment 
lending on a sounder basis.” 

Under the new plan, a depositor ob- 


tains a loan at the preferred rate of 
3.6 per cent if an amount equal to 50 
per cent or more of the loan is on de- 


posit in his savings account. If the 
savings account totals less than half the 
loan, the interest rate is 4.2 per cent. 
Once the loan is made, the customer 
is free to use his savings, for no binder 
of any kind is placed on the passbook. 


4 o ° 


Credit Seminars 


Manufacturers Trust Company, New 
York City, which has several training 
programs in progress, including a 10- 
session executive development seminar, 
recently completed a 15-week series of 
advanced credit seminars. 

The weekly two-hour sessions to dis- 
cuss credit management by the case 
study method were attended by 25 junior 
and senior executives of the bank. Led 
by Professor Charles M. Williams of the 
Harvard Graduate School of Business 
Administration, the class was acquainted 
each week with a case to be placed under 
study the following week. These cases 
covered all major types of loans and 
problems generally received by a com- 
mercial bank lending officer. 

Extensive differences in age, back- 
ground and business experience of the 
members of the group made for highly 
active sessions. In a typical session, held 
in the bank’s board room, Dr. Williams 
would place a problem on the blackboard 
and the class would discuss its solution. 
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Banking Brevities 

A gift to the girl friend led to the 
arrest of a man who robbed the Brook- 
side State Bank, Tulsa, Oklahoma, last 
month. The only loot consisted of money 
from a beverage machine and a supply 
of ball point pens taken from a desk. 
The F.B.I. and Tulsa police soon tied the 
pen up with the robber’s identity and he 
was convicted of the bank entry. 
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Of the 365 days in 1958’s calendar 
year, 87 are holidays, according to an 
annual holiday booklet published by 
Manufacturers Trust Company, New 
York City. The 87 holidays do not include 
Sundays. April, actually, is the most 
active holiday month, the book reports. 
It has 12 holidays. Copies of the booklet, 
“Holidays in the United States, Alaska, 
Canal Zone, Guam, Hawaii, Puerto Rico, 
Virgin Island, 1958”, may be obtained 
from the bank’s International Depart- 
ment, 55 Broad Street, New York 15, 
New York. 


« 


The First Pennsylvania Banking and 
Trust Company, Philadelphia, has formed 
a suburban-West Regional Board of 
prominent business and profesional men 
to help it formulate policies in the ad- 
ministration of five branches in the Main 
Line and 69th Street areas. “We believe 
each area has its own special banking 
needs,” said William L. Day, chairman. 
“We feel we can help best to fill these 
needs by consulting those who work and 
live in each of these areas.” 
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Our 'round the clock collection service is 
one of the nation’s fastest and finest. 


Any bank can now send items to us and 














receive immediate handling. 
Any day or night of the week! 
Slash float time week days and weekends. 


Write, wire or phone MUtual 0211, 


oo —~ Donald W. Henney, Vice President and 
2 MR a ee 


Manager, Central Transit Department. 
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now! every hour, every day, 





every night of the week... this bank is 
processing clearing and transit items. 


ECURIT Y-FIRST 
NATIONAL BANK 


Head Office: Los Angeles 54 « Citizens Division Headquarters: Riverside 





San Diego Division Headquarters: San Diego ¢ San Joaquin Division Headquarters: Fresno 


200 Offices and Branches Serving Southern California © Member Federal Deposit Insurance Corporation 


Janua-y, 1958 
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ALUMINUM 


PORTABLE and STATIONARY 
COIN and CURRENCY CONTROL 


TELLERS 
EQUIPMENT 





NO. 1 TELLERS BUS EQUIPPED 
WITH COIN CONTROL 





VAULT STORAGE LOCKER EQUIPPED 
WITH 
THE STOKES SYSTEM COIN CONTROL 


Custom Builders of most any type desired 
of Portable Equipment. Advise us your re- 
quirements. Write today, Department CH 


sth For 
THE STOKES SYSTEM 


CO:., NG 
POST OFFICE BOX 3214 


CMeMRLOTITE. 2. MN. C. 
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Points To Improve Bank Correspondence 
By Moses N. Shaw 


Public Relations, The South East National Bank, Chicago, Illinois 








“Just talk and you’ll write a good 
letter,” Harold P. McQueen, business 
letter expert, advised two mixed groups 
of officers and secretaries of the South 
East National Bank of Chicago, Illinois. 
And he added, “If you seem to hear the 
person talking, as you read, then it is 
a good letter.” 

Fundamentals of good letter writing 
were emphasized in the first half of the 
five class sessions, held weekly at 8:15 
a.m. in the lunch room. Mr. McQueen 
and the students spent the latter part 
of the sessions looking over carbon copies 
of letters from the various departments. 
This combination of underscoring basic 
points and then checking actual bank 
letters spurred interest and aroused some 
fun as stock, stale, rubber-stamp phrases 
came to light. 

Gain attention. “Keep it SHORT” was 
one theme—short words, sentences, par- 
agraphs. “Remember,” he said, “you 
have about five seconds in which to gain 
the reader’s attention—and it’s got to 
be his favorable attention at that! In 
that five seconds, many letters reach 
the wastebasket.” 

Some highlights of the discussions 
were: 

Appearance counts! If material isn’t 
well balanced on letterhead—if writing 
is bunched at top or bottom, or there’s 
more margin on one side than the other, 
or paragraphs are thick and heavy— 
you may very likely fail to win the read- 
er’s attention. 

Write from the “other fellow’s” view- 
point and use his language. Say things 
that will make the reader say “Yes” to 
himself. 

Be straightforward. Do not ramble. 

Be friendly, simple, sincere. Then, you 
can afford to be specific in spelling out 


just what you want the reader to do. 

Children’s letters usually are good— 
they know what they want to say, and 
then they say it. 

Avoid using the same word too fre- 
quently. Make a habit of searching the 
dictionary for good synonyms. 

Don’t put in a letter phrases you 
would not use in speaking, such as 
“Please be advised .. .”, “We are not 
in a position .. .” 

Use firm’s name as it appears on their 
letterhead—“‘Company” in full, if that’s 
the way it appears, or “Co.”, if they 
prefer that. A firm name has values 
like a trademark that have grown 
through the years and should be re- 
spected. 

Reply promptly to a letter of com- 
plaint; otherwise, the writer will think 
you are not concerned. If you made a 
mistake, admit it and express regret. 

When we say exactly what we mean, 
we use few words. When we are doubt- 
ful, we use too many. If you try to 
eliminate words, you’ll discover what 
you really want to say. 

A problem was presented by Mr. 
McQueen at the close of the third ses- 
sion, and all class members were invited 
to write letters covering it. The letters 
turned in were examined critically in 
the final meeting. This session was 
quite illuminating, for most of the mem- 
bers openly criticized their letters in 
light of what they had learned from the 
course. They tightened up the letters 
even more and made them much more 
interesting. 

Specific suggestions were offered for 
special types of letters such as sales, 
collection, regaining goodwill of a dis- 
gruntled customer, and the means of win- 
ning back closed-out accounts. 


Mr. McQueen goes over fundamentals at initial meeting 
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We are pleased to announce 


the merger of 


: ‘ the COMMERCIAL NATIONAL BANK of Charlotte 

n, 3 and 

A - 

: i AMERICAN TRUST COMPANY, Charlotte, North Carolina 


2 7 under the name 


rs AMERICAN COMMERCIAL BANK, Charlotte, North Carolina 











The staffs will be combined 


and those who have served you in the past 
will continue to give your banking needs 


the same careful attention. 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


WE SERVE Charlotte, North Carolina 





January, 1958 










Sixteen New Bank Buildings Open For Business 


Functional structures offer beauty in both contemporary and period design 
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Grand Rapids, Mich. Polished limestone, brick and glass Sonoma, Calif. This low-lying Spanish-design adobe building 
combine to form the impressive exterior lines of the new houses the new Bank of America branch. Burned-clay tile 
Michigan Fuller office of the Union Bank of Michigan. roof and windowless walls highlight the architecture of the 
Six teller windows and a drive-in window are provided building constructed adjacent to a 60-car parking lot 
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Bank Building Corporation of America 
Lafayette, Ind. The new downtown annex of the Lafayette 






Laurens, S. C. Limestone and aluminum are featured in 





National Bank contains 12,000 square feet of floor space. the exterior of the new Palmetto Bank. Bookkeeping and 
Walk-up, drive-in windows have been provided and all proof employee’s rooms are in the basement. A mezzanine pro- 
and bookkeeping departments are housed on the second floor vides space for a director’s room. Note expanses of glass 
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Princeton, W. Va. Yellow brick and red German granite Zanesville, Ohio. Windowless walls set off the impressive 








team to give the new Princeton Bank and Trust Company front entrance to the new South Branch of the Citizens Na- 
building an impressive look. Interior colors are green, tional Bank. Walnut and marble highlight the interior. Its ex- 
rose and brown. Lobby includes customers’ lounge terior features include drive-in banking and parking facilities 






























Lake George, N. Y. This beautiful colonial-style building is Reno, Nev. A modern, low roof with wide overhang high- 
the new home of The First National Bank. Situated on Lake lights the exterior of the new Keystone Avenue Branch | 
George, the rear of the building overlooks the lake and a of the First National Bank. The front window wall 
background of mountains. Note use of portecochere over bathes the interior with natural light. Drive-in facilities 

the drive-in window to maintain architectural theme and off-street parking are added features 
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Sumter, S. C. Eleven. commercial windows and two drive- 
in windows are included in the new: National Bank of South 
Carolina building. Blending of horizontal and vertical 
lines present a modern, clean look to the exterior of this 
two-story building. Note effective use of front overhang 














Baltimore, Md. The new Harford Road office of the Union 

Trust Cémpany of Maryland features two exterior glass 

walls and low modern lines. Drive-in banking is provided 

as well as a night depository. Air conditioning and an off- 
street parking area are additional features 














Note wide expanses of glass on two sides of the building 





. se RR Re . sing setite oT: 
Gena Se aos Fe as eee 









Louisville, Ky. The new Iroquois office of the Lincoln Bank 
and Trust Company has been built for further expansion. 
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New York, N. Y. A new office of the Bowery Savings 
Bank has been opened at Penn Station for commuter 
service. Twelve teller stations provide fast service 














_ _ paees 


z= x 


Oe 








East Dubuque, III. 


An after-hours vestibule is one of the building’s features 














Hamilton Square, N. J. This sparkling brick colonial is 
the first branch of the First National of Hamilton Square. 
It has a drive-in teller at the rear of the building 





es 


Janu ary, 1958 


This modern facade fronts the third expan- 
sion of the State Bank of East Dubuque in little over 10 years. 








Toledo, Ohio. Black marble and buff textured brick 
form the exterior of this branch of The Toledo Trust 
Company. It has a community room 





Suffolk, Va. 
West End office of the National Bank of Suffolk. This unit 
has one drive-in and three walk-in stations 


Another first branch is this contemporary 
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morning... 


...Continental Illinois’ night staff processed 
2395 cash items 


Chances are it took you five 
minutes, more or less, to cut down this 
morning’s crop of whiskers. 

And while you were shaving, our 
night staff processed —in five minutes— 
almost 2400 cash items! 

In fact, many of the checks air- 
mailed to us yesterday afternoon by our 


correspondents— banks as far away as New 
York, Texas, California—have already been 
turned into available funds this morning. 

Wouldn’t speed like this be helpful 
to your bank and your customers? 

We’d be happy to have one of our 
people come see you and talk it over in 
person. 


CONTINENTAL ILLINOIS NATIONAL BANK 


and Trust Company of Chicago 


Lock Box H, Chicago 90 


Member Federal Deposit Insurance Corporation 





Burroughs Clearing House 





















URROUGHS CLEARING HOUSE, savcany. 1950 





From left: Arthur Schultz, Vice-President Charles Looney, Miss Ethel Bicknese, Harvey Untiedt 


Operating personnel at Harris Trust knee-deep in pricing conference following a time study 


THE PROBLEM IS 


TWO-SIDED 





PRICIMG BANK. SERVICES 


Banking’s many new services have focused attention on the 
need for cost data in setting fair, but adequate, charges 


LL that is strong or weak in a 
bank’s operations comes into 
_ Sharp focus in pricing its serv- 
ices. The price of services must be 
maintained low enough to hold old 
customers and even attract new ones. 
At the same time, the price should be 
high enough to cover the cost of pro- 
viding the services plus a reasonable 
profit to the bank. 

This two-fold goal is attainable in 
today’s competitive market only if 
the bank’s operating department is 
doing a good job on both sides of the 
problem. Actual costs must be kept 
low; and, the bank must know costs 
accurately to permit setting fair 
prices, 

New services offered by banks to 
their customers have concentrated 
attention on costs to a degree that 
Probably has not been equalled within 
the past 20 years. This is a healthy 


January, 1958 


By 
CHARLES C. LOONEY 


Vice-President, 
Harris Trust and Savings Bank, 
Chicago 90, Illinois 


development, for a bank that knows 
its costs keeps its services and charges 
in closer touch with reality than a 
bank that merely guesses. More banks 
today are doing a good costing job 
than ever before. But in a great many 
banks this still is not enough to meet 
the needs of present-day circum- 
stances. 

Today’s keen competition for de- 
posits reminds any banker in his 
middle fifties of the competition that 
preceded the unhappy events of the 
1930’s. The similarity is there, in 
principle if not in detail. High interest 
rates always make bankers work 


aggressively for deposits, and this is 
as true today as 30 years ago. Back in 
those relatively simple days, some 
banks offered 8-ply tires or all-wool 
blankets to new savings customers 
who would bring substantial deposits. 
Today even more banks are offering 
big commercial customers extra serv- 
ices at costs to the bank that make 
the tire and blanket premiums look 
like peanuts. 

Modern services are not to be con- 
demned either because they are new 
or because they cost money to per- 
form. What the banker needs to make 
sure about these is that he gets ade- 
quate payment for the services, in 
the form either of compensating bal- 
ances or of charges that enter into 
account analysis. The danger—and, 
indeed, the actual fact in some in- 
stances that have come to our attention 
—is that the bank jumps headlong 
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into giving extra services without an 
awareness of what it must recover 
from the costs thereby incurred. 

The two sides of the problem can 
be stated in two simple sentences. As 
loan rates go up, banks work hard to 
get deposits and are tempted to dis- 
regard the added costs of new services 
that accrue in the business-getting 
process. When interest rates subse- 
quently sag, as they always do, if the 
bank has not priced its new services 
correctly in its analysis schedule, the 
losses can pile up. 

Most current discussions of cost 
and pricing have centered around the 
assortment of relatively spectacular 
new services such as lock-box receiv- 
ables clearance, account reconciliation, 
freight bill clearing, and insurance 
premium drafts. This subject-matter 
has tended to obscure the fact that 
cost and pricing today are fully as 
significant in the field of more con- 
ventional bank services, and can be 
even more important to banks of small 
and medium size which in practice 
are rarely called on to provide most 
of these newer types of service. 

Essentially there should be no dif- 
ference between the way in which a 
half-billion-dollar Reserve City bank 
approaches the question of offering, 
say, account reconciliation, and the 
way a three-million-dollar bank de- 
cides whether to add an installment 
loan department or join with its 
neighbors in setting up a clearing 
house. In either instance, the final 
decision must hinge upon costs and 
revenues. These in large measure go 
back to efficient operations and thor- 
ough knowledge of costs. 


OT long ago we had occasion to 

formulate a definition of the oper- 
ating department’s responsibility in 
our bank’s consideration of possible 
new services. In its final form this 
policy was stated as follows: 

1. Determine whether the proposed 
new service is a proper bank service, 
keeping in mind that many services 
which experience has taught present- 
day bankers to accept as normal bank- 
ing were dismissed without consider- 
ation by equally conservative bankers 
a generation ago as ridiculous, radical, 
and probably downright revolutionary. 
Judge all such proposals by soundly 
progressive standards and, without 
sacrificing the principles of sound 
banking, be sure not to stifle progress 
by mistaking a closed mind for praise- 
worthy conservatism. In brief, make 
certain that nothing is approved which 
is basically unsound, but never say 
“No” just because the idea is new. 


A “trial run” with a customer 
provided a basis for costing 
lock-box service 


2. Once a proposal has passed the 
test of soundness, gather facts and 
figures, particularly costs and profit 
possibilities complete with proposed 
pricing, for presentation to manage- 
ment. The eventual decision for or 
against is most likely to be sound if 
it is based upon the essential factual 
material. 

Experience has taught us that the 
operating department can make a 
worthwhile contribution to the bank’s 
growth by keeping actively on the 
lookout for new services. It is not 
unusual that operating people hear the 
first news of a service innovation that 
is under consideration or actual trial 
in some bank with which this depart- 
ment maintains active contact. But 
whatever the direction from which 
such word arrives, as soon as a new 
service comes to our attention we 
undertake to determine whether it 
might be applicable to our bank and 
whether, in our judgment, it is a 
legitimate banking function. If it 
looks promising, we set about develop- 
ing information on the operating pro- 
cedures involved and the probable 
costs and pricing. 

Consider account reconciliation as 
an example. When we first heard of 
it, we visited a bank that was offering 
this service and looked over the 
methods and equipment being used. 
Back home again, we worked out an 
operating procedure that seemed best 
fitted to our particular situation and 


broke this down into its cost elements. 
Most of these were identical with, or 
closely similar to, standard operations 
on which we already knew our stand- 
ard costs. We used this existing in- 
formation for all parts of the new- 
service operation that it seemed to fit. 

For the remaining jobs in the over- 
all operation, those that are different, 
we staged the actual operations, using 
the best available equipment and the 
most competent clerical personnel that 
could be borrowed from other depart- 
ments. We time-studied these staged 
operations and modified the resultant 
figures by what seemed reasonable 
allowances for gains to be achieved 
from practice and experience. From 
all of this, we were able to forecast 
rather accurately what it would cost 
us to provide this new service, and 
how it probably should be priced. 

Next we selected from among our 
good customers a firm that seemed to 
fit account reconciliation. We took two 
precautions in making this choice: 
we made sure its normal balance 
would cover all probable costs of the 
service, and we saw to it that the 
activity in this guinea-pig account was 
relatively small, to hold any potential 
loss within bounds if we should happen 
to give this account substandard 
prices. Once the guinea-pig account’s 
price is established, the bank must 
continue it in that particular account 
for all time. 

From the pilot run costs, we were 





Remove and pay 

Verify address 

Return without entry G-1/2%) 
Alphabetize 

Set up photo board 

Photo checks 

Cut photo 

Assemble 

Type advice 

Verify typing 


Microfilm cks and crs 
Prepare & verify package 
Record activity 
Weekly set up and clean 


Min/check 
Plus 10% supervision 


Total Min/ check 


Direct Salary Cost 
@ .0312 
@ .0260* 


Plus 19% fringe 
Direct Expense 


Total Cost 


Additional Costs 


Sort alphabetically 
Match all material 


and staple 
October 22, 1956 
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able to calculate rather closely the costs 
we could expect when we should build 
up a substantial volume of the same 
type of business to spread the ex- 
pense across. From this information 
we set up a schedule of cost factors 
for pricing use in the analysis of 
accounts involving account reconcili- 
ation. At this point, we had our prices 
ready to enter the business whenever 
we might choose to. 


NCIDENTALLY, from our advance 

analysis we had foreseen one in- 
herent weakness of account reconcilia- 
tion as a self-supporting service. Ex- 
perience bore this out. The value of 
this service to a customer rises in pro- 
portion to the number of checks to be 
reconciled. As a rule of thumb, 2,000 
checks a month is a workable breaking 
point above which the advantages of 
the service are generally great enough 
to be of real value to the customer. An 
overwhelming proportion of those 
customers who draw 2,000 checks a 
month already maintain balances so 
large the resultant analysis credit can 
carry the added cost of account recon- 
ciliation, requiring neither additional 
balance nor charges. 

In practice, this means that in pro- 
viding account reconciliation for such 
a customer the bank is merely work- 
ing harder for the same deposit bal- 
ance. But in a number of instances 
this service has been desired by a 
customer with a relatively marginal 
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1. Determine whether the pro- 
posed new service is a proper 
bank service, keeping in mind 
that many services which experi- 
ence has taught present-day 
bankers to accept as normal 
banking were dismissed without 
consideration by equally con- 
servative bankers a generation 
ago as ridiculous, radical, and 
probably downright revolution- 
ary. Judge all proposals by 
soundly progressive standards 
and, without sacrificing the prin- 
ciples of sound banking, be sure 
not to stifle progress by mistak- 





Formula of Operating Department's Responsibility 
In the Consideration of New Services 


ing a closed mind for praise- 
worthy conservatism. In brief, 
make certain that nothing is 
approved which is basically un- 
sound, but never say “No” just 
because the idea is new. 

2. Once a proposal has passed 
the test of soundness, gather 
facts and figures, particularly 
costs and profit possibilities 
complete with proposed pricing, 
for presentation to management. 
The eventual decision for or 
against is most likely to be 
sound if it is based upon the 
essential factual material. 








Facts for management include 


balance, and from such customers we 
have had little resistance to either in- 
creasing the balance to compensate, 
or else paying the service charge. 

Much the same approach was used 
in getting lock-box service started. 
After seeing this service in use in a 
bank, we provided it for one of our 
good customers. A few weeks of actual 
experience gave us a solid basis for 
analyzing the benefits to the cus- 
tomers and to the bank, and costs. 

Since that time, we have developed 
a substantial lock-box activity which 
has proved advantageous to the cus- 
tomers who use it, as well as to the 
bank. Also, from the extended experi- 
ence we have developed a rule of 
thumb that applies rather accurately 
to our customers. This is: 

Lock-box service is worthwhile if 
it saves a one-day float equivalent of 
$1,000 per check. The check need not 
be $1,000 to fit this formula. One 
$500 check on two-day float is identical 
in saving. The number of checks per 
day is also significant, as can be seen 
from the graph on these pages; the 
larger the number of checks handled 
in a day, the lower the handling cost 
per check. One consequence of these 
factors is that some customers whose 
total collections and total number of 
checks per month are both rather low 
still find it profitable to use lock-box 
service because their incoming checks 
are concentrated in a very few days 
per month. Costs on a _ reasonable 
number of items range from 8c to 20c 
per check, in our experience. 

The basically sound approach to 
costing and pricing services is through 
time study, or through standard costs 
derived originally from time study. 
It is, of course, much simpler to 
arrive at accurate costs on a method 
already being used than to stage a 


profit outlook at given price 


dry run and then time-study the hypo- 
thetical operation. As has been pointed 
out earlier in this article, it is entirely 
feasible for experienced cost analysis 
people to arrive at a reasonable ap- 
proximation of costs on an unfamiliar 
operation by staging a procedure 
using the best equipment available in 
the bank and the most competent 
clerks who can be borrowed from 
other departments. 


N OUR bank, as in many city banks, 

the operating department has for 
many years been gathering standard 
costs based upon careful time study 
and frequent check-backs. These costs 
are indexed in accessible form so that 
we can put a finger upon the cost of 
any standard clerical task by merely 
finding the right page in a manual. 
With these costs already tabulated by 
single, simple tasks, such as sorting 
alphabetically, matching and stapling, 
wrapping coin, and so on, we are able 
to break down any proposed new 
method into its component cost ele- 
ments and then supply standard costs 
for the bulk of these elements. That 
is why we find it feasible and rela- 
tively easy to develop accurate cost 
forecasts whenever the question of 
pricing a new service comes up. 

“But what about a bank the size of 
ours?” is a question we ‘are asked 
dozens of times a year by correspond- 
ents and other institutions that do not 
find it possible to maintain a 
specialized operating department. The 
banker who manages a $1 million or 
$5 million institution considers—with 
a great deal of justification—that time 
studies and standard costing are en- 
tirely beyond his bounds of possibility. 

In full recognition of the realities 
of a smaller bank, we firmly believe 

See PRICING BANK SERVICES—Page 88 
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A report on the experiences of a number 


of Philadelphia banks 





RE EMPLOYEE incentive pro- 
grams effective in bringing in 
new business? Most bankers think 

so, and several Philadelphia banks 
that have used merchandise awards to 
spark their drives prefer this type of 
program to the more standard cash 
awards. 

These institutions are also im- 
pressed by the sales training that em- 
ployees' received during their new 
business campaigns. The Philadelphia 
National Bank, for example, indicated 
that the educational aspects of its 
program more than compensated for 
the money spent on promotion and 
prizes in its 12-week effort. Its staff 
was given a better understanding of 
the bank’s services, and the sales 
points employees learned during the 
program have carried over and are 
being expressed in new business de- 
rived since the campaign’ ended. 
Girard Trust Corn Exchange Bank 
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By 
LESTER MASON 


Associate Editor, 
Burroughs Clearing House 


and Liberty Real Estate Bank and 
Trust Company report similar re- 
sponse. 

The various campaigns were highly 
successful saleswise, too. Girard Trust, 
for instance, pulled in 14,593 new ac- 
counts with total opening balances of 
$13,375,549, and rented 1,137 safe de- 
posit boxes. Its contest was open to 
the entire staff, except for 21 officers 
who were members of key campaign 
committees. 

Liberty Real Estate and Trust Com- 
pany reaped 4,277 new accounts worth 
more than $5 million and picked up 
890 other pieces of new business dur- 
ing its 13-week campaign. It limited 
its prizes to employees, as did Phila- 


delphia National, which gained 9,243 
accounts during its 12-week program. 
The results of these new business 
ventures more than answered the ob- 
jections of some officers who felt that 
the programs were “undignified.” The 
banks, meantime, are convinced that 
the merchandise awards create a great 
deal more employee participation than 
cash awards, although some of them 
admit they were skeptical at first. 

Other banks, however, after trying 
both merchandise and cash awards, 
still prefer the latter. One bank, for 
example, is currently conducting an 
incentive program with cash awards. 
It feels that employee enthusiasm 
and participation is greater than that 
exhibited during a recent merchanise 
award program. 

Cappel, MacDonald and Company, 
Dayton, Ohio, which specializes in set- 
ting up merchandise award programs 
for banking and business firms, pro- 


Meeting sparked aggressive “Green Thumb” campaign at Liberty Real Estate and Trust Company 


Mr. Vollmer (left) confers with Chairman Frank C. 
(center) and President Albert Mason 


Roberts, Jr., 
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Team captains gave employees highlights of program, 
stressing awards, best means of gaining new business 
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Selling hints, timely reminders formed bulk of Girard Trust’s hard-hitting literature 


vided most of the materials used by 
the Philadelphia banks in their new 
business campaigns. It mailed mer- 
chandise catalogs to all employees; 
delivered prizes to winners; made up 
and mailed out printed materials sug- 
gested by the banks; distributed sev- 
eral teaser pamphlets to stir up 
employee participation; and gave em- 
ployees a booklet of selling tips. 

For these Cappel, MacDonald serv- 


ices the banks paid a fixed handling 
cost of around eight per cent of the 
total campaign expenditures for prizes 
and printed materials. The latter 
were supplied at cost and there was 
no fee for the consultation service or 
the detailed planning provided by the 
incentive agency. The major item, 
merchandise, was supplied at one-third 
off the retail price. 

Under a typical program, such as 


the one at Girard Trust, the bank is 
given a choice of several themes. 
Girard Trust picked “The Round-Up” 
as its slogan and hinged its entire 
operation on ranching terminology. 

In setting up its goal the bank used 
the corresponding three-month periods 
for the two previous years as a base. 
President Geoffrey S. Smith and other 
members of the policy committee fig- 

See MERCHANDISE PRIZE CONTESTS—Page 95 


Integration of new personnel was a primary aim of Philadelphia National’s program 


Charles Hueflich, “Royal Welcome” 


paign organizer, congratulates award winner 


January, 1958 
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Well-keyed campaigning led to crowning of two kings and queens by 
Chairman Frederic A. Potts, as royal fanfare stimulated employee efforts 








A modernized dual plan has brought tighter controls, 
faster customer service and other advantages 
to this savings and loan association 





N what may seem like a step back- 
ward to some operations people, 
the Republic Savings and Loan 
Association in Chicago recently re- 
vamped its record keeping system to 
achieve some highly desirable results. 
As one phase of the new program, 
management reverted to the principles 
of the day journal, now regarded as 
antiquated by some in the light of to- 
day’s modern bookkeeping practices. 
The basic precepts of this day journal, 
however, have been implemented by 
a variation of the recently-developed 
pre-audit plan and by other innova- 
tions. In summary, turning from the 
unit posting plan to a full dual plan, 
the association has seen improvement 
in customer service, a tightening of 
audit controls, and ease of balancing 
in teller and back office operations. 
This system, that recognizes the im- 





By 
NORMAN E. DOUGLAS 


Associate Editor 
Burroughs Clearing House 


portance of the separation of responsi- 
bilities between those handling cash 
and those maintaining ledgers, has 
attracted the attention of several sav- 
ings and loan associations in the Chi- 
cago area. The plan is already under 
successful administration at the Oak 
Park (Illinois) Federal Savings and 
Loan Association and the St. Paul 
Federal Savings and Loan Association, 
Chicago. 

Much of the success in both the 
development and operation of Re- 
public’s bookkeeping procedures is due 
to the efforts of its controller, Ray- 
mond Dysart, who rather seriously 
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considers himself a work simplification 
man. His career has been one of 
devising methods to obtain strict audit 
controls for both savings associations 
and banks through the preparation of 
simple, understandable records. 

The reasons behind the association’s 
complete review of its bookkeeping 
procedures early in 1957 were two- 
fold. Management first was concerned 
with the integration of its record 
keeping system in the over-all plans 
for the new building they expect to 
occupy this spring. Moving to a busy 
shopping center in Chicago’s south- 
west side meant planning for far 
greater lobby traffic with its increased 
volume of record keeping work. The 
new building also presented a prob- 
lem from the drive-in window stand- 
point. The unit plan in use at the 
time of the study restricted plans for 


Tellers have been relieved of time-consuming bookkeeping duties, can give faster service 


New quarters will soon replace office below, and systems plan has been geared to heavier work volume. Reviewing results is 
Republic’s management team, Standing, from left; John A. Camphouse, vice-president; D. E. Klappauf, treasurer; R. F. Jilek, vice- 
president; R. H. Leimetter, assistant to the controller. Seated are President John J. Jilek, left, and Ray Dysart, controller 
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WINDOW POSTING. The posting of the savings account above illustrates the informative day journal, the receipt for payment 
used as media for account posting, and the customer’s passbook. All three records are posted simultaneously in a single machine 
operation that is completed in seconds. Letters in parentheses on the journal identify the types of transactions separately 
recorded in the system. These designations are: (A) opening cash (B) all cash deposited (C) check on deposit with cash back 
(D) cash withdrawal (E) loan payment, check and cash back (F) loan payment, check (G) all check deposit (H) cashed check 
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BACK OFFICE POSTING. From the receipt for payment, top left, the posting of a loan payment is illustrated as the entry is made 
to the journal, left, customer’s ledger card, center, and customer’s passbook. Account status in the last column of the ledger has 


been an important feature to the association and its members. T 


otals from the journal at the end of the day’s posting are checked 


back to agree with totals from the window machines to assure tight control over records 


Dual plan has enabled association to keep posting work current, provides maximum accuracy 


the physical location of the window 
so greatly that management was ex- 
ploring highly expensive methods to 
make the drive-in workable. The 
simplest solution, it appeared, was 
the adoption of a bookkeeping system 
that would enable the drive-in teller 
to handle all types of transactions re- 
gardless of the window’s physical 
location. 


HE second phase of the systems 

study was made to obtain a system 
that would, 1. release the tellers from 
difficult and time-consuming bookkeep- 
ing procedures to allow them to spend 
more of their time serving the custo- 
mer, and 2. provide strict audit con- 
trol over all transactions and maintain 
up-to-the-minute figures on all phases 
of loan activity. 

The $20 million association has 
grown steadily through the 32 years 
of its existence in a highly competi- 
tive Chicago neighborhood by its in- 
Sistence that its customers be granted 
the best possible service and protec- 
tion, according to its president, John 
J. Jilek. This premise was also of 
major concern to operating officers 
Who sought to improve the efficiencies 
of the association’s bookkeeping and 
accounting without causing incon- 
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veniences to customers by asking them 
to learn new procedures. 

After a thorough investigation of 
the needs and goals of their record 
keeping practices, officers installed 
accounting machines at tellers’ win- 
dows to record all transactions and 
create the day journal, and supported 
the tellers’ work with back office post- 
ing machines to prepare customers’ 
ledgers. The system on both savings 
and loan transactions now closely 
approximates the batch posting of 
bank bookkeeping. Inasmuch as ac- 
cumulated totals are carried in the 
tellers’ machines on savings, with- 
drawals, loan payments, checks cashed 
and other miscellaneous services, the 
machine journal may be taken from 
the tellers’ machine at any time, and 
as many times a day as is deemed 
necessary to accompany the batch of 
transaction tickets for proving and 
ledger posting. Journal totals also in- 
clude the amount of increase or de- 
crease in tellers’ cash and provide 
management with an immediate check 
of cash at any time during the day’s 
operation. 

Back office posting is now only a 
few hours behind the teller operation 
and all transactions for the day are 
posted that day, eliminating many 


of the headaches formerly experienced 
by the association in balancing delayed 
postings. Under the previous system, 
the association was as much as two 
days behind in proving and posting 
to the general ledger, magnifying the 
time and effort spent in finding errors 
that had been made as much as 48 
hours earlier. 

But more important, from the asso- 
ciation’s point of view, is the detailed 
journal prepared by the window ma- 
chines, and the complete divorce of 
cash handling and account posting. 
This journal makes possible the de- 
termination of a cash figure required 
from each teller that is unknown to 
them and also the continuous flow of 
payments for posting that is necessary 
for a current posting operation. 

On savings transactions, customers 
do not make out payment slips. The 
teller merely inserts a payment or 
withdrawal ticket into the machine 
with the customer’s passbook and 
prints the account number as well as 
the amount of the transaction on this 
receipt as the transaction is simul- 
taneously posted to the passbook. The 
ticket then becomes the media for 
ledger posting. 

Two tickets are prepared on loan 

See SAVINGS-LOAN ACCOUNTING—Page 90 
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With consumer credit delinquencies rising. here 


is a particularly timely article on how to 
minimize losses. hold customers 


r 


ARE in extending credit to con- 
sumers and in purchasing instal- 
ment paper from dealers is the 
first requisite in putting a time pay- 
ment department into profitable oper- 
ation. But a sound collection policy 
and a well-trained, properly super- 
vised collection department are essen- 
tial to the continuing success of the 
instalment credit department, and this 
becomes increasingly significant as the 
national experience with delinquencies 
*Mr. Marietta is operations supervisor not only 
of the Bank of St. Louis consumer credit depart- 


ment but also of General Contract Corporation, 
bank and finance holding company which controls 


this and seven other banks as well as_ several 
finance companies in the Middle West and South. 
The total instalment credit volume of this group 


exceeds $100,000,000. 
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\ Business-Retaming 
LOAN COLLE 


POLICY 


By WILLIAM L. MARIETTA* 


Operations Supervisor, Consumer Credit Department, 
Bank of St. Louis, St. Louis 1, Missouri 


rises and collections become more diffi- 
cult. 

The functioning of the credit de- 
partment is, in our experience, the 
crucial consideration not only in de- 
termining the degree of profitability 
to be derived from the consumer credit 
operation, but also in influencing the 
extent to which consumer credit will 
serve as a profitable feeder of other 
good, profitable types of business into 
other departments of the institution. 

The Bank of St. Louis during the 


past year maintained average out- 
standings of $19,000,000 in consumer 
credit, which should indicate that our 
credit requirements are not unduly 
restrictive upon volume. Our credit 
losses, not including recoveries on 
previous charge-offs, last year were 
0.11 per cent of liquidation. Therefore, 
it seems to follow that our collection 
policies and practices were satisfac- 
torily effective. 

What we consider the ultimate 
measure of our collection success is 
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an Dl ee ei call: 


A major premise: the way to retain instalment borrowers as customers for additional services is” 


FIRST STEP ... Past-due notices are sent out 





SECOND ... When notices fail, the next resort is the telephone 








ARE YOU AWARE 


other dctivities, we urge you to send it in now 





That your payment is still past due? If you have overlooked it in the rush of 
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Account No. Date Due Amount due 
- Late Charges 
Total Amount Due. 
Notice-Return this slip with your payment 
> 
- 















BANK OF ST. 





Dear Customer: 


payment is considerably past due! 
1-1850 to discuss the matter. 


the account. 


A t No. 


Serving Sesiness, tadustry ead the individest! 
LOUIS 


9°" AND WASHINGTON - ST. LOUIS 1, MO. 


Our records show that you have not responded to previous 
notices regarding the past due payment on your account. 


You should forward your payment now or call us at Garfield 


Please help us and yourself to avoid special handling of 
Working together we can solve the problem. 
Sincerely yours, 


BANK OF ST. LOUIS 






Your 


¥ 








Date Due 








Amount of Payment 














a ae Becks. 
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ad 
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Mr. Marietta in conference with some departmental associates 


One 


that, despite our low loss ratio, this 
bank is held in high esteem by the 
borrowing public and by the dealers 
of the community. We are considered 
a good place to borrow money, a good 


requisite: a well-trained and supervised collection staff 


perience, that the way to retain the 
good will of the instalment credit 
customers and keep them returning 
again and again for instalment loans 
and other services is by keeping loans 


he is all too likely to go from bad to 
worse as a credit risk. The job of our 
collection department is to catch him 
in time to get him back on the rails, 
at the same time restoring his poten- 
tial as a future customer. 

Let me earnestly disclaim a hard- 
boiled policy. We are not rough, tough 
collectors, and we have no room in our 
collection department for anyone who 
meets that description. We are firm, 
but not hard. We try always to under- 
stand the problem that has put the 
borrower on our delinquent list, and 
then help him to work out an answer 
to the problem so that he can once 
more become current. If at times we 
are insistent, it is upon being per- 
mitted to help him. 

Before undertaking to explain our 
collection policies it is advisable to 
consider the types of delinquent bor- 
rowers and the widely divergent han- 
dling problems that they present. Let 
me set them up in a brief tabulation: 

I. Fair credit. 

a. Careless borrower — merely 
needs reminding regularly. 

b. Complainer—he has grievances 
after he falls behind. 

c. Unforeseen problems — unem- 
ployment, shrunken income, 


a. Poor manager—over-indebted. 
b. Marital problems — may quit 

his job, skip, or hit the bottle. 
c. Coward — afraid to face his 


a. Judgment proof, lives beyond 


t place to sell paper. And to clinch our’ collected and current. It is a happy medical expenses. 
) conviction that our collection program coincidence that this also holds credit II. Slow credit. 
e is right, the consumer credit depart- losses to the practicable minimum. 
» ment feeds a steady flow of desirable A delinquent borrower is not merely 
] customers into the bank’s other de- a poor prospect for further business 
. partments, all the way from safe de- —he is no prospect at all. He will shun 

posit rentals to commercial loans. the lender, if only from a sense of per- creditors. 

At the base of our collection policy sonal embarrassment. Moreover, once III. N. G. credit. 

is our belief, founded upon our ex- he becomes thus involved financially, 
ces is by keeping their loans collected and current. Otherwise they are lost as future business prospects 
e THIRD ... Letters are used if borrowers can’t be reached by phone FOURTH ... Costly outside calls are held to a minimum 
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GARFIELO 1-1850 





Re: Account No. 
Amount Due 
Date Due 
Late Charge 


The first installment on your account fell due a few days ago. Pay- 
ment bas not been received by us, and it is quite possible that you 
either overlooked mailing it or you do not understand just how ycu 


ere to remit your monthly payments. 


should be attached to your remittance. 


book? 


At the time we purchased your account we sent you a coupon book, in-~ 
eluding sufficient coupons for each monthly payment. 1 
book indicates that your payments are due in this office on a certain 
date and that you are to mail your check, money order, or 
to us in sufficient time to reach our office on the date dne. In 
order to assure prompt credit of payment to your account, & coupon 


If there.is anything regarding our service that is not clear to you, 
please write to us and we shall be glad to reply at once, as we want 
to make our service to you just as convenient and pleasant as possibile. 


In the meantime, if you have not already mailed your first peyment, 


will you please do so upon receipt of thie letter, attaching your re- 
mittance to this commmication, together with the first coupon in your 


Very truly yours, 


This ‘coupon - 
bank draft 


































his income, credit passed un- 
beknownst. 

b. Gypsy —in residence or em- 
ployment. 

c. Crook—directly attempting to 
_ defraud. 

The three classes of Fair Credit are 
relatively simple.to cope with. Assess- 
ing a late charge against the careless 
borrower is likely to strengthen his 
memory. The man with a post-delin- 
quency grievance can most often be 
returned to current position by listen- 
ing sympathetically, promising to do 
what we can to fix things up, and lead- 
ing him thus into a truthful explana- 
tion of just what else has contributed 
to his failure to pay. Once this reason 
is brought into the open, it is gener- 
ally not too hard to work out a solu- 
tion that will be feasible for the bor- 
rower and productive for the bank, 
we find. We analyze the budget of the 
man with medical expenses to deter- 
mine his ability to pay, and then work 
out something that he can handle— 


perhaps refinancing his assorted in- _ 


debtedness into a single package on 
terms within his means, perhaps 
granting him an extension or other- 
wise cutting his monthly outgo to fit 
the size of his paycheck. The same 
general approach works with the man 
whose income has shrunk, usually 


through loss of overtime pay. And in 
cases of unemployment, whether from 
loss of: job or strike, we have been 
very successful in telling the borrower 
how others have found temporary jobs 
or in giving him leads to openings that 
we know of. A large fraction of the 
employment problems arise among un- 
skilled workers, and there exists a 
broad market for their services. 


ERY slow payers—poor credit— 

usually become delinquent during 
the early instalments. This is bad, be- 
cause unless the facts are discovered 
and analyzed early, the bank incurs the 
cost of a continual collection follow-up 
and also is likely to suffer-a loss. Ex- 
perience teaches us that if loss is in- 
evitable, it had best be taken at the 
earliest possible moment. The poor 
manager, whose monthly obligations 
exceed his paycheck, is a knotty. prob- 
lem. About the time we think we have 
him straightened around and heading 
once more for solvency, he generally 


_ takes a running broad jump back into 


debt by going to some other lender 
for additional money or else buys a 
big-ticket item on the instalment plan. 
Fortunately, such indiscretions have 
a way of getting back to us, often be- 
fore they become irrevocable commit- 
ments for the borrower. When we 


learn of them through a credit inquiry 
or through someone of whom we have 
previously made a credit inquiry about 
the same borrower, a brief word to the 
prospective seller or lender will usu- 
ally curtail further credit. 

The borrower whose marital diffi- 
culties lead to, or result from, other 
personality problems causes our col- 
lection department more headaches 
than any other single group. Often 
this customer was good credit before 
he and his wife quarreled. Now, sud- 
denly and without any storm warnings 
that we have been able to observe, he 
quits his job, skips town, and/or turns 
into a drunkard or bum. Usually his 
wife knows nothing of his where- 
abouts, and cares less. Such a credit 
situation invariably leads to a charge- 
off or involves a considerable collection 
loss. As soon as we recognize the 
symptoms of such a case, we repossess 
the collateral and resign ourselves to 
the unavoidable consequences. 

The N.G. type of borrower, what- 
ever the cause of his trouble, requires 
us to act promptly to avoid needless 
loss. Such a customer is likely to be 
a potential skip. Our collection depart- 
ment, once it knows this is the prob- 
lem, undertakes immediate action to 
close out the account to the best 

See LOAN COLLECTION POLICIES—Page 92 


Adequate reports and trend records are an important part of the bank’s collection program 
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WASHINGTON VIEWPOINT 








“Go Easy on Dividends.” 
Suggests F. D. I. C. Chairman 

When the computing machines have 
finished their year-end work, indica- 
tions are that 1957 will be proved out 
as a banner year profit-wise for bank- 
ing and other financial institutions. 
This is good news, but with draw- 
backs, for Washington supervisory 
agencies are receiving reports of 
dividend-hunger. Officials are con- 
cerned that the sense of prosperity 
may dull the awareness to capital and 
reserve needs. 

The leading comment was by Chair- 
man Jesse P. Wolcott of the Federal 
Deposit Insurance Corp. The agency, 
he said, “has never been opposed to 
the paying of good dividends by any 
bank, provided, of course, that the 
bank is properly cushioned against 
losses, through adequate reserves.” 

He added that “in determining 
dividend rates, the directors of every 
bank should examine their reserve 
position and make certain that these 
reserves are adequate to meet such 
adverse situations as may occur.” 

The official theme is that banks 
and other financial institutions should 
enjoy their profits, but with full ap- 
preciation of their capital and reserve 
growing needs. 


Bank Holding Company 
Decisions Showering Down 

For the past 18 months, the Federal 
Reserve Board has held in its hands 
the administration of the Bank Hold- 
ing Company Act, and the result of 
its collective judgment is now clarify- 
ing. It is a difficult law to administer, 
and the seven Governors naturally 
have varied viewpoints, being an as- 
semblage of bankers, lawyers and 
economists. 

The Board recognized at the outset 
that its first cluster of decisions 
would be precedent-setting; these are 
now beginning to come out, and as 
the banking community studies the 
initial decisions there will be more 
cases proposed, based on the philoso- 
phy and doctrine expressed in the 
early decisions. 

At the outset, the Transamerica 
case commanded the lion’s share of 
attention, and the Board declared that 
the California corporation could not 
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By JOHN DONOGHUE 


Washington Correspondent 


retain an interest in the Occidental 
life insurance enterprise and still re- 
main a bank holding company. Trans- 
america accepted the ruling and 
elected to sell off its banking interests 
to a new Firstamerica Corp. That 
wiped from the slate the Board’s first 
and major problem. But it did not 
leave the Reserve Board in the com- 
placent situation of having no prob- 
lems. 

Permit applications by existing or 
proposed bank holding companies are 
plentiful. Having disposed of the 
Transamerica matter, the Board 
crossed its first hurdle, and the road 
is easier from here on out. 

It turns out that the Board is 
rather closely divided. The exact di- 
vision of votes among the seven 
Board members is sometimes dis- 
closed immediately; sometimes the 
press and public must await publica- 
tion of the Board’s annual report. 


Anyway, it finally comes out, just like 
the actions of the Open Market Com- 
mittee which are now revealed in 
terms of individual members’ votes, 
as it should be. 

But one thing is clear: The Board 
is keenly aware—even jealous—of its 
authority and responsibility under the 
Bank Holding Company Act. This was 
made clear when the Board refused 
to block off its consideration of the 
merits of the proposed formation of a 
bank holding company that would per- 
mit the First National City Bank of 
New York to absorb, through a bank 
holding company device, the County 
Trust Co. in Westchester. The Board 
knocked down, at least temporarily, the 
objections of the State of New York. 
Much more legal contention awaits 
the final working-out. 

Meanwhile, other bank holding 
company problems arose and were 
decided. Some went one way, some the 





















\. INTERNATIONAL BANKING DEPARTMENT 


NATIONAL 4 
‘BANK OF = 
COMMERCE 


OF SEATTLE 
EMBER F.D.LC, 






in the POWERFUL 


Pacific Northwest 


They look to NBofC 


Power—a key word in the remarkable 
growth of the Pacific Northwest — for 
this area leads the world in the produc- 
tion of hydroelectricity. Interpreter of 
this vital area, NBofC plays an im- 
portant role in this growth providing 
skilled assistance, reliable information 
in the field of international banking. 








51 





other. Here are examples: 

1. Baystate Corp. of Boston has 
won approval of a plan to purchase 
the Union Trust Co. of Spring- 
field, Massachusetts, and to merge it 
into its already-owned Springfield Na- 
tional Bank. This was a split.decision, 


with Governors Szymczak, Robertson” 


and Shepardson dissenting on a 4-to-3 
vote. It seemed important enough for 
Board members on both sides to issue 


public statements supporting their. 


votecasting. 

2. The Northwest Bancorporation 
was turned down on its proposal to 
buy a bank in Rochester, Minn. It is 
noteworthy that Gov. Balderston voted 
against this proposal. 

It looks like the Reserve Board is 
just about evenly divided on these 
bank holding company matters, and 
that Gov. Balderston is the “swing 
man.” Aside from that, it is proper 
and desirable that the board should 
be a forum of disagreeing opinions, 
for that is the alternative to dictator- 
ship. 

Sometimes, however, the Board acts 
as a unit. This is when there is a 
fairly clear likelihood that an in- 
dependent bank will suffer competitive- 
ly as a result of a holding company 
enlargement. This was made clear 
when Wisconsin Bankshares Corp. was 
turned down on its application to or- 
‘ganize a new national bank in a 
Milwaukee shopping center, less than 
half a mile from the site where a 
State bank is already building new 
quarters. The Board agreed that there 
is a clear need for one bank at the 
shopping center, but not enough 
economic room for two. With Chair- 
man Martin and Governor Vardaman 


absent, the other five Governors 
turned »,down _ the . proposal unani- 
mously. 
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State Bank Supervisors 
Name Washington Manager 

Hollis W. Burt, for four years ex- 
ecutive director of the Consumer 
Bankers Association, has been chosen 
manager of the Washington office of 
the National Association of Super- 
visors of State Banks. The decision 
to open a Washington office was made 
at the supervisors’ convention last 
September. 

Mr. Burt’s first project is to analyze 
and chart the purposes and policies of 
the Association in its defense of the 
dual banking system. While there has 
been no lack of devotion to the dual 
system, the State supervisors, with 
their previously loose-jointed organi- 
zation, have felt a need to determine 
more precisely their proper role in 
representations before the Committees 
of Congress and executive agencies 
of the Government. 

There is, for example, the Associa- 
tion’s resolution, adopted last year, to 
bar the Comptroller of the Currency 
from serving as a director of the 
Federal Deposit Insurance Corp. One 
of the pressing problems facing the 
new Washington manager is to deline- 
ate this policy during coming House 
Banking Committee hearings on the 
Financial Institutions Act. 

In addition, of course, there is the 
task of organizing a staff, establishing 
an office, obtaining qualified legal 
counsel, and setting up the ever neces- 
sary public relations contacts. 
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“vimana Boston business, 


call Shawmut at LA fayette 
3-6800. You’ll get prompt 
Service. Correspondent 
banking is our 
business. 





The Rational 


Shawmut ~wah 
of “Boston 


Member Federal Deposit Insurance Corporation 








HOLLIS W. BURT 


Plenty of immediate problems 


The establishment of the State 
Supervisors’ office in Washington 
follows within two months the move- 
ment of the headquarters of the 
American Industrial Bankers Associ- 
ation to this city, and the trend is 
accented by a continuous augmenta- 
tion of the Washington staffs of the 
other major national financial trade 
associations. 
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Enactment Prospects of 
Financial Institutions Act 

Chairman Brent Spence of the 
House Banking Committee has given 
assurances that the omnibus banking 
bill—the Financial Institutions Act, 
already passed by the Senate—is to be 
the first order of business when Con- 
gress gets back into operation in 
January. 

His philosophy is simple and direct. 
All too often, during the past ten 
postwar years, bills of a weighty na- 
ture and laden with controversy have 
been put aside in favor of measures 
with immediate political appeal. For 
example, the bank holding company 
bill perennially found on the sidetrack 
while the Committee jostled with the 
more popularly debatable issues of 
housing, small business financing, 
disaster-area lending, export-import 
financing, and the like. Accomplish- 
ment of the bank holding company 
legislation was possible only when Mr. 
Spence decisively swung his gavel and 
insisted that “we are going to pass 
this bill and we are going to do it 
now.” 

Just what manner of Financial In- 
stitutions Act the House will receive 
from the Committee and send back to 
the Senate with amendments can only 
be conjectured. Representatives 
Wright Patman of Texas and Abra- 
ham J. Multer of New York, both 
Democrats, seem to find something 
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Any way you look at insurance 
Old Republic has the answer 


A comprehensive specialized insurance 
program puts you in a better position to do 
business with home furnishings and appli- 
ance dealers. They want all-round security 
for their time-sales. You can deliver it with 
Old Republic’s credit life, accident and sick- 
ness coverages. 






Old Republic 


Life Insurance Company 
Chicago 1, Illinois 
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In addition, you can offer complete fire and 
other loss insurance. One source for all cover- 
ages on diversified instalment credit means 
you can give better service more easily. In- 
quiry will show you the Old Republic Com- 
panies provide exactly what you want. 


Old Republic 


Insurance Company 
Greensburg, Pennsylvania 





objectionable in nearly every para- 
graph. Not only are the new provisions 
of the bill subject to their searching 
scrutiny; they are objecting to many 
features of banking law that have 
been on the books for scores of years. 

There are three major features of 
the Senate-passed bill which the Pat- 
man-Multer forces find most objection- 
able. Since the pros and cons have 
long since been thoroughly discussed, 
Chairman Spence does not wish their 
further discussion to be greatly pro- 
longed. However, his respect for a 
House Member’s prerogative to ex- 
amine witnesses at length during 
Committee debate is dominating; yet 
he does not hesitate to chop down an 
apparent filibuster. 

Following are the three issues now 
apparent as major stumbling-blocks 
in the way of enactment of the bill: 

1. Cumulative voting for national 
bank directors: The bill would make 
this practice, now mandatory for na- 
tional banks, optional if the stock- 
holders vote to write it into the 
articles of association. Otherwise it 
would be outlawed. Supporters of the 
change hold that majority ownership 
should control the board, and a 
minority stockholder should not be 
empowered to force entry into the 
Board Room—often, allegedly, for pur- 
poses harmful to the bank. Opponents 
- of the change insist that the present 
law shields the minority stockholders 
against “roughshod treatment” by the 
majority interest. 

2. Federal Bank Supervisory Agen- 
cies to control bank mergers: The 
President has acknowledged in mes- 
sages to Congress that the supervisory 


agencies and the Department of Jus- 
tice have been unable to get together 
on this question, the Justice people 
insisting that they should have final 
veto power over bank consolidations 
from an anti-trust angle. The Presi- 
dent took no position as between his 
subordinate agencies; he simply tossed 
the issue to Congress. 

3. Finally, branching of Federal 
savings and loan associations is se- 
verely limited in the Senate bill so 
that associations may not acquire 
branches beyond the latitude given by 
State law to State-chartered associa- 
tions or mutual savings banks. This 
controversy is particularly acute, in- 
volving as it does the comity between 
Federal and State soverignties. It is 
generally understood that the Amer- 
ican Bankers Association favors a 
solution by which the formula for 
Federal savings-and-loan branching 
would include any more liberal treat- 
ment afforded to commercial banks. 
This is the gist of the amendment 
offered by Rep. Paul Brown of 
Georgia, second-ranking Democrat on 
the House Committee. If speculating, 
one could make a good bet that the 
Brown amendment will prevail. 
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Bankers Participate in 
World Trade Group 

Three bankers were among those 
attending the Commerce Department’s 
World Trade Advisory Council meet- 
ing held recently. This is a 60-man 
group of top executives called by Sec- 
retary Weeks to confer quarterly on 
world trade problems. 








96 Years... 
66 Branches 
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In South and Central 


America, England, France, 


Portugal and Spain 


Complete International Banking Service 


HEAD OFFICE: LONDON, ENGLAND 


New York Agency: 34 Wall Street 








Serve in advisory capacity 


The banker trio, left to right, in- 
cludes James C. Bolton, board chair- 
man, Rapides Bank and Trust Com- 
pany, Alexandria, Louisiana; Reuben 
C. Clark, president, Savannah Bank 
and Trust Company, Savannah, Geor- 
gia; and O. A. Jackson, vice-president, 
Continental Illinois National Bank and 
Trust Company, Chicago. 
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Treasury-Federal Reserve 
Policies Remain Cautious 

Political and economic overtones 
clash and clang as the demand for 
money increases, with the Treasury 
reaching for it and the Federal Re- 
serve most reluctantly making it 
available. There is no evidence of a 
rift or even minor policy disagree- 
ment; it is merely a matter of Mama 
wanting money in greater quantities 
than Papa can squeeze it out of his 
business and still have a business. 

Inflation is not the “primary” 
economic consideration, the Federal 
Reserve says, but it is still a force to 
be dreaded. If a build-up of Federal 
defense spending forces a resumption 
of deficit financing and an abundance 
of buying power, inflation will again 
resume its place at the forefront of 
the nation’s economic problems. 

The month of January will be criti- 
cal. During it, the President’s mes- 
sages to Congress, the reactions of 
Congressional leaders, and the coun- 
ter-actions of the Federal Reserve 
will come into a more manageable 
focus. As the year begins, it does not 
look like there will be any disturbance 
of the 1951 Treasury-Federal Reserve 
“accord,” though there may be some 
reinterpretation of the meaning of 
some of its terms. 
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Dual System Advoecated 
For Mutual Savings Banks 
On the theory that a dual system 
for chartering and supervision of 
mutual savings banks ought to work 
as well as the dual system for com- 
mercial banks. Representative Abra- 
ham J. Multer of New York is spon- 
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soring legislation to foster the estab- 
lishment of Federal savings banks. 

Declaring that such a_ system 
would be of “tremendous value to the 
nation,” Mr. Multer is seeking support 
for the measure from savings banks 
and savings and loan associations. 
Under the bill, the Federal savings 
banks would be eligible for insurance 
of accounts by the Federal Deposit 
Insurance Corp. 

Needless to say, the bill is highly 
controversial. On one hand, there is 
sentiment among the country’s sav- 
ings bank leaders that they see no 
real need or opportunity to extend 
the growth of their type of institu- 
tion in areas of the country where 
they are not already established. At 
the other end, there is resistance by 
savings and loan people who suspect 
that the Multer bill is a step toward 
converting the mushrooming savings- 
loan industry into a stepchild of the 
savings bankers. 


+ + ° 


Senate Finance Committee 
Hearings to Resume 


Although no date has been set for 
the resumption of the Senate Finance 
Committee hearings on the financial 
condition of the nation, there is little 
doubt that the Democratic majority in 
Congress will use this sounding board 
in response to the President’s three 
January messages to Congress. 

But nothing can be learned about 
the Committee’s plans or its schedule. 
This is quite understandable; the 
Chairman, Senator Byrd, and other 
members simply don’t have any plans, 
ither than a general policy that what- 
ever the President proposes must be 
thoroughly gone over—not necessarily 
ina hostile manner. 
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CAPITAL NOTES 











A. Gilmore Flues, an attorney from 
Toledo, Ohio, has been sworn in as an 
Assistant Secretary of the Treasury, 
to head the Bureaus of Customs, Nar- 
toties, Coast Guard and Secret Service. 
Mr. Flues’ appointment is subject to 
confirmation by the Senate. 


+ 


The National Association of State 
Savings and Loan Supervisors, in con- 
vention at Springfield, Ill., decided to 
lefer the establishment of an office in 
Washington. There remains under 
‘nsideration a plan to finance the 
Washington office plan under an asso- 
“late membership system similar to 
the scheme worked out by the Na- 
ional Association of Supervisors of 
State Banks. 


january, 1958 





* 


St Wart Banking Infownation — 


° i qQ 

uw a WUUp { 
Keep Polk’s Bank Directory near by. Com- 
plete, detailed facts about banks throughout 
the world accurately compiled and efficiently 


presented for quick ... easy reference. 


Over 15,000 copies used daily. 
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SWING SHIFT AT CROCKER-ANGLO ...a familiar night scene. Several floors above, the bank’s 
’round-the-clock staff processes your correspondent transit items to reduce the time “in float’’. 
This means that funds in transit are immediately credited to your account. 


Another reason banks and bankers like the way Crocker-Anglo does business. 


Administrative Headquarters: 1 Montgomery Street, San Francisco 


Assets over $1,500,000,000 * Capital funds over $100,000,000 CROCKER-ANGLO 


NATIONAL 


70 offices in Northern and Central California BAN 4 


Member Federal Reserve System + Member Federal Deposit Insurance Corporation Cabfornias Oldest AWdional (Bank 
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THE PERSONALITY SPOTLIGHT 














ALBERT C. SIMMONDS, Jr. 


In top advancements at 


Albert C. Simmonds, Jr., president 
of The Bank of New York, New York 
City, since 1948, has been elevated to 
chairman of the board and continues 
as chief executive officer of the bank. 
Succeeding him as president is Donald 


M. Elliman. 


Mr. Simmonds succeeds John C., 
Traphagen, chairman since 1948, who 
will continue as a trustee. In other 


changes, John I. Downey, has retired 
as vice-chairman of the board but will 
continue to serve this body. Joseph A. 
Hannan, Jr., vice-president, has been 
named to succeed Mr. Elliman in 
charge of midtown offices and head of 
the bank’s Fifth Avenue office. 

Mr. Elliman first served with the 
Corn Exchange Bank, New York City, 
coming to The Bank of New York in 
1956 as vice-president. He was named 
executive vice-president in 1957. 

4 


Raymond W. Foote has been pro- 
moted to vice-president in the con- 
sumer credit department of the Chi- 
cago National Bank. 

oe 


Six officers have been promoted and 
anew regional division created at the 
Security-First National Bank, Los 
Angeles. 

Lee Brown has been elected senior 
vice-president to head the new man- 
agement division in the San Joaquin 
Valley area. 

Other promotions include Thomas 
G. Roodhouse to controller, Theodore 
H. Ballmer to auditor, O. Raymond 
Garvin to vice-president in charge of 
Mstrance, retirement funds and other 
employee benefits, Joseph Mautner to 
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DONALD M. ELLIMAN 


The Bank of New York 


vice-president at the Farmers and 
Merchants office and Robert S. Mc- 
Carthy to vice-president in charge of 
the tax division. 

° 


The latest in a series of monumental 
tasks undertaken by Joseph M. Dodge, 
board chairman of the Detroit Bank 
and Trust Company, has been com- 
pleted. It is a 524-page study on city 
finances of the City of Detroit. What 
Mr. Dodge and his task force of 60 
men discovered about Detroit’s money 
problems has the city hall locked in 
an all-out attempt to pare expenses 
and balance its budget. 

For Mr. Dodge, the task was just 
another way of helping a government 
agency to escape the financial dol- 
drums. For Detroit, the report is likely 





JOSEPH M. DODGE 


Another big job well done 


to influence the lives of its citizens and 
the future of its business and industry. 
The confidence in the Detroit banker’s 
ability shown by the late Mayor Albert 
E. Cobo, has been 
Presidents of the United States, 
Roosevelt, Truman and Eisenhower. 
His work for the federal government 
has included two budgets and several 
other projects aimed at efficient ad- 
ministration. 

While containing few recommenda- 
tions on the actual steps to be taken to 
place the city once more upon sound 
financial sround, the comprehensive 
study on city administration blue- 
prints the work to be done if Detroit 
is to avoid crippling of city services. 


shared by three 
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Dale E. Sharp, who became presi- 
dent of the Guaranty Trust Company 














DALE E. SHARP 


Kansas to Wall Street 


of New York City following the death 
of William L. Kleitz, has served the 
bank since 1931, and was advanced to 
the general management of the bank 
and appointed executive vice-president 
in 1955. A native of Topeka, Kansas, 
Mr. Sharp served as supervisor of the 
Guaranty Trust’s banking relationships 
in the midwest for several years. Prior 
to joining Guaranty Trust, he was with 
the National Bank of Commerce and 
John Nickerson and Company, both 
in New York City. 


. 


Four vice-presidents have been 
named at J. P. Morgan and Company, 
Inc., New York City. They are Samuel 
R. Callaway, Harrison V. Smith and 
Peter H. Vermilye, all of the bank’s 
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8. R. CALLAWAY 





H. V. SMITH 


A. VON KLEMPERER P. H. VERMILYE 


Share in promotions at J. P. Morgan Company 


investment department; and Alfred H. 
von Klemperer of the foreign depart- 
ment. 

In other appointments, Daniel P. 
Davison was made secretary, and Rob- 
ert H. Gaunt, Jr., was named corporate 
trust officer. 

. 


The duties of president have been 
added to the work of Harold Kountze, 
board chairman of the Colorado Na- 
tional Bank, Denver, following the 
death of George B. Berger, Jr., former 
president. At the same time, Merriam 
B. Berger was named executive vice- 
president. 

. 


Edmund L. Grimes has been elected 


chairman of the board and chief execu- 
tive officer of the Commercial Credit 
Company, Baltimore, Maryland. He 
succeeds E. C. Wareheim, founder 
chairman of the company, who is re- 
tiring after 45 years’ service with the 
firm. Elected president and director is 
Charles C. Greene and Charles T. 
Crossfield has been made _ vice-presi- 
dent. 


od 


Robert A. Fischer has been ap- 
pointed executive director of the Con- 
sumer Bankers Association of Wash- 
ington, D.C. and director of the School 
of Consumer Banking. He was for- 
merly assistant vice-president of the 
Hoosier State Bank of Hammond, In- 
diana. He succeeds Hollis W. Burt who 








STRAYER 


Steel Storage Files 
Utmost in Safety 
Positive Drawer Stops 
Vertical and Horizontal Rigid 
Stacking—Automatically 


Bank Supplies 
Since 1914 


5 - Styles 
R—Non Roller 
RB—Steel Bearing Wheels 
NR—Nylon Rollers 

NRGL—Combination Nylon 

Rollers and Glide 

NGL—Nylon Glide Only 





Made any size you specify—é6 colors 


Easy to install 





AUTOMATIC 
NO PASTING 








“Easy Snap" collapsible corrugated paper file boxes 
Available 175 stock sizes 








Coin Bags 
Boxes 
Trays 

Wrappers 

Teller Chests 

Note Cases 

Sorters 





Send for our Catalogue 


STRAYER COIN BAG CO. Inc. — New Brighton, Pa. 
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will head the Washington office of the 
National Association of Supervisors of 
State Banks. 

. 

Some new vice-presidents have been 
named by the South Carolina National 
Bank, Charleston. They are Guerry 
Snowden in the Greenville office, and 
John C. Parker, Sr., in the Naval Base 
office, Charleston. 

In the Florence office of South Caro- 
lina National, J. P. Brothers has been 
advanced to vice-president. John T. 
Norris, Jr., has been promoted to vice- 
president in the Newberry office of the 
bank. New vice-president at the Sump- 
ter office is M. W. Edwards. 

Sd 

Four Valley National Bank, Phoenix, 
Arizona, officers have been elevated to 
vice-presidents. They are J. W. Bar- 
rett, W. C. Jack, Lawrence Mehren 
and V. E. Swanson. 

Sd 

In changes in the trust department 
of the Bank of America, San Francisco, 
Harry M. Bardt has advanced to exec- 
utive vice-president with headquarters 
at the Los Angeles office. J. R. John- 
son, vice-president and trust officer, be- 
comes senior trust officer in charge of 
the bank’s statewide trust department 
activities, and Vice-President Francis 
M. Smith has been named trust officer 
for the Southern California division. 


In the bank relations department of FF 


Bank of America, Allen W. Danielson 
and James E. Delaney have been pro- 
moted to vice-presidents. Mr. Delaney 
represents the bank to corporations 
and banks in New York City, upper 
New York and sections of New Eng- 
land. Mr. Danielson has a similar post 
in Texas, Arizona, Nevada and New 
Mexico. Vice-President Frank J. Fitz- 
gerald has been named head of the 


Advanced at Bank of America 


J.R. JOHNSON H. M. BARDT 


J. E. DELANEY 


A. W. DANIELSON 
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“In my 15 years experience on many, many closings in various states 
of the Union I have never received such excellent cooperation as 
I had from you in this matter.” 


“In 26 years engaged in the practice of law... we have never had 
the occasion to receive the kind of attention, courtesy, patience and 
ability as was evidenced ... we have never witnessed or experienced 
in dealing with other title insurance companies the type of appli- 
cation, so far beyond the call of duty, as was evidenced by Lawyers 
Title. ... With the experience we had ... Lawyers Title Insurance 


Corporation now has taken on a new and very significant meaning 
to us.” 


These are excerpts from but two of hundreds of unsolicited testi- 
monials Lawyers Title has in file. More and more, investors are 
demanding Lawyers Title service. 


In addition, they know 
There is no better title insurance than a policy issued by 


lawyers Title [nsurance (orporation 


Home Office ~ Richmond , Virginia 





Titles Insured 

Throughout 43 States 
The District of Columbia 
Puerto Rico 
Hawaii and 


The Provinces of 
Ontario and 
Quebec, Canada 


National Title 
Division Offices 
Chicago, Dallas 
Detroit and 
New York 


BRANCH OFFICES IN: 
Akron, O. 

Albany, Ga. 
Atlanta, Ga. 
Augusta, Ga. 
Birmingham, Ala. 
Camden, N. J. 
Chicago, Ill. 
Cincinnati, O. 
Cleveland, O. 
Columbus, Ga. 
Columbus, O. 
Dallas, Tex. 

Dayton, O. 

Decatur, Ga. 
Detroit, Mich. 

Flint, Mich, 
Freehold, N. J. 
Grand Rapids, Mich. 
Macon, Ga. 
Mansfield, O. 
Marietta, Ga. 
Miami, Fla. 

Mount Clemens, Mich. 
Newark, N. J. 

New Orleans, La. 
Newport News, Va. 
New York, N. Y. 
Norfolk, Va. 
Pittsburgh, Pa. 
Pontiac, Mich. 
Richmond, Va. 
Roanoke, Va. 
Savannah, Ga. 
Toms River, N. J. 
Washington, D. C. 
White Plains, N. Y. 
Wilmington, Del. 
Winston-Salem, N. C. 
Winter Haven, Fla. 


‘Represented by 


Local Title Companies 
in More Than 
200 Other Cities 








bank’s timeplan department for South- 
ern California. 
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Russell W. Billman, Arthur Gar- 
dener and John Hannon have been 
elevated to vice- 
presidents at the 
Bankers Trust 
Company, New 
York City. Man- 
ager of the bank’s 
London, England, 
office, C. J. Bridges 
has been named 
vice-president and 
manager of the 
office. 

Mr. Billman 
serves the division that handles activi- 
ties in the middle west and far west 


R. W. BILLMAN 


Bankers Trust promotes 


J. HANNON A. GARDENER 








territories. Mr. Gardener is with the 
Wall Street office and Mr. Hannon is 
with the division that serves the South 
Atlantic and Southwestern states. 


© 


In promotions at the Plantations 
Bank of Rhode Island, Providence, 
Ernest A. Peel has been made first 
vice-president, William B. Lloyd has 
been elected vice-president, Arthur L. 
Mulligan has been named treasurer 
and Richard G. Lamprey becomes 
comptroller. 


e 


Among changes at The Michigan Na- 
tional Bank, Lansing, four new vice- 
presidents have been named. They are 
Lee W. Finch and Amos F. Paley of 
the Grand Rapids office, Albert G. 
Brugh of the Lansing office, and Clare 
E. Welch of the Marshall office. 


a 


Celebrating his 50th year in banking 
is Raymond H. Lovett, president of 
the Pioneer Trust and Savings Bank, 
Chicago. Mr. Lovett began his career 
in 1907 at the First National Bank of 
Chicago and has been with Pioneer 
Trust since 1913. 


a 
Lloyds Bank, Limited, London, Eng- 


land, has promoted C. B. Howland and 
C. H. Wigg to the posts of assistant 








C. B. HOWLAND C. H. WIGG 


Assistant general managers 


general managers. Mr. Howland will be 
responsible for all matters relating to 
new developments in the accountancy 
and organizational fields. He has been 
with the bank since 1924. 

Mr. Wigg, who has served in many 
of the bank’s departments since join- 
ing Lloyds in 1923, is responsible for 
duties in the bank’s administration. 

te 


Charles E. Kinsey has been elected 
a vice-president of the Union Trust 
Company of Maryland, Baltimore. 


7 
The Stamford (Connecticut) Trust 


Company has named Harold E. How- 
ard vice-president and comptroller. 


* 
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Trust Company, Boston, Massachu- 
setts, Eldon C. Swim has been pro- 
moted to vice-president. Alfred S. 
Woodworth, a senior vice-president, 
was named to the board at the same 
time. 

* 


At the Empire Trust Company, New 
York City, George F. Gorman, Charles 
F. Trayes and James R. Wilson have 
been elected vice-presidents. 
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In recent changes made in the news 
bureau of the American Bankers Asso- 
ciation in New York City, Robert G. 




















R. G. HOWARD L. GIBSON 




















G. J. KELLY D. J. TOWNSEND 


Make “news” at the A.B.A. 


Howard has become the director of 
the bureau, George J. Kelly has been 
named assistant director, and John De 
Jong remains as associate director. 
Lester Gibson, deputy manager of 
the association and long-time director 
of that organization’s news disseminat- 
ing and publicity activities, has retired 
under the association’s retirement pro- 


gram and rejoined the American Banker’ 


as a general news editor. He was 
on the staff of the paper before joining 
the A.B.A. staff in 1937 where he has 
been in charge of the news bureau for 
20 vears. 

Dwight J. Townsend, former asso- 
ciate director of the bureau, has joined 
the Ogleby-Barnitz Bank and Trust 
Company, Middletown, Ohio, as assist- 
ant vice-president. He served on the 
staff of the A.B.A. since 1948 and was 
recently made secretary of the A.B.A.’s 
U.S. Savings Bond committee. 

The new director, Mr. Howard, 
joined the staff after serving with the 
Federal Reserve Bank of Richmond, 
Virginia, and has been in newspaper 
and publicity work for over 20 years. 
Mr. Kelly, the new assistant, has been 
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And anxious to get settled immediately. 

Well known by financial institutions across the 
country ... have helped many secure new customers 
and new accounts by installing Christmas Clubs. 


Now more folks do business at these institutions 
as they have discovered other services offered. 


Have a big variety of Christmas Clubs to choose 
from. Particularly recommend 

Rand M¢Nally’s. For their 
unique Clubtroller system 
speeds handling, cuts 
costs, eliminates need for 
ledger cards or sheets. 
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For samples and full information, drop a line to: 


RAND McNALLY & COMPANY, CHRISTMAS CLUB DIV. 
405 PARK AVENUE., N. Y.22. BOX 7600, CHICAGO 80 
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director of information of the Depart- 
ment of Government Relations of the 
A.B.A. in the Washington office. Mr. 
De Jong, who was named assistant di- 
rector of the bureau in 1944, has been 
associate director since 1949, 






4 





The San Diego (California) Trust 
and Savings Bank has elected Oliver 
B. James, Jr., vice-president and trust 
officer. 





F. A. PLUMMER 


J.S. COLEMAN 










° Share helm at Alabama bank 


In top advancements made at the 
Birmingham (Alabama) Trust Na- 
tional Bank, John S. Coleman has been 
elected chairman of the board and 


Frank A. Plummer has been named 
president to succeed Mr. Coleman. Mr. 
Plummer leaves the First National 
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HERE ARE 
3 WAYS TO 
SAVE ON CHECKS 
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DURA-GRIP 


THE CHECKBOOK COVER WITH THE SLIDE-IN CLIP 
on check filler costs. Dura-Grip’s thru one-piece construction. 
| SAVES | patented clip does away with SAVES Nothing ‘ teer apart. No card- 


cardboard tongue, eliminates one board backing. Dura-Grip Covers 


complete binding operation. give longer life—reduce replace- 
Every check filler costs you less. ment costs. 


these customer advantages: (1) 

PLUS Fillers go in easy, stay firmly in 
place (2) Checkbook is slim and 
neat (3) Has convenient pocket 
for passbook or teller receipts 
(4) Rich appearance adds to bank 
prestige (5) Lends itself to hand- 
some embossing, gold or silver 
stamping. 








with ROYAL VINYL, the newly de- 
veloped material that adds to 
your cover’s life expectancy. 
Whether moist or dry, hot or 
cold, ROYAL VINYL stays the 
same...rich and flexible. 


CHOOSE FROM DURA-GRIP’S 
FIVE DISTINCTIVE COLORS 


SAVES 











Call the DURA-GRIP distributor in 
your area or write 


foaat soox COVER CO. 


Serving banks for 40 years 





DURA-GRIP NOW MADE IN 





ROYAL 
ViNW Y¥1 





°U.S. Patent No. 2,488,823 
830 Traction Avenue « Los Angeles 54, California 












Bank of Montgomery, Alabama, to 
assume the new post. Mr. Coleman has 
served as the bank’s president since 
1937, 


e 


R. Penfield Brown and Donald D. 
Miner have been elected vice-presi- 
dents of the Chemical Corn Exchange 
Bank, New York City. 


& 


The National Bank of Detroit, 
Michigan, has promoted Albert J. De- 
Riemacker to vice- 
president. He com- 
pleted 30 years of 
banking last year, 
having started with 
the Guardian Bank 
of Grosse Pointe, 
Michigan, in 1927. 
He became  vice- 
president and cash- 
ier of that bank 
and assistant vice- 
president when the 
bank merged with National Bank of 
Detroit in 1955. 














A. DeRIEMACKER 


* 


Three men have been advanced to 
the post of administrative vice-presi- 
dent at The Marine Midland Trust 
Company of New York City. They are 
James G. Baldwin, John R. McGinley 
and Harold W. Rasmussen. All were 
formerly vice-presidents. 


+ 


New vice-president of the First Na- 
tional Bank, Cincinnati, Ohio, is Rolf 
H. Brookes. 


aa 


The First National Bank, St. Louis, 
Missouri, has named Virgil F. Sass- 
man vice-president 
in charge of the 
bank’s instalment 
lending activities. 
He joins First Na- 
tional after serving 
as branch manager 
of Associates Dis- 
count Corporation. 
At the bank, he 
will be in charge of 
personal, home im- 
provement, auto- 
mobile and other instalment opera- 
tions. 














V.F.SASSMAN 


* 


At the American Travelers Life In- 
surance Company, Indianapolis, In- 
diana, Roy A. Foan has been elected 
president to succeed Harry E. Wells 
who recently resigned. 

+4 

E. L. Blaine, Jr., senior vice-presi- 
dent and director of the Peoples Na- 
tional Bank of Washington, Seattle, has 
been elected president of Greater Seat- 
tle, Incorporated, the organization that 
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eT (“hechs are: PORTABLE... 


rer With checks any amount of money can be transferred with perfect conven- 
ience, for checks are money in its safest, most portable form. And checks 
he lithographed on La Monte Safety Paper will provide your customers with 
a the maximum of protection. For quality, safety and service, La Monte is the 


}O- first choice of the majority of America’s leading banks. 


Ask your lithographer to show you samples 
...or we will gladly send them direct. 


GEORGE LA MONTE & SON 
e NUTLEY 10, NEW JERSEY ; SAFETY PAPER 
a THE WAVY LINES @ ARE FOR CHECKS 
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THE NEW BURROUGHS SENSITRONIC... 
THE MOST COMPLETE ELECTRONIC BANK BOOKKEEPING MACHINE! 


It’s new and it’s news! From Burroughs electronics: banking’s most complete 
electronic bookkeeping machine. The most complete functionally, too . . . and the 
most fully automatic, most versatile and most compact. Get the detailed story on 
the unmatched speed, efficiency and cost savings that this advanced 

new electronic taskmaster can bring to your operations. Call our 

nearest branch office. Burroughs Division, Burroughs Corporation, Burroughs 


Detroit 32, Michigan. 


Burroughs and Sensitronic are TM’s. 





TS THE NEW BURROUGHS SENSITRONIC 


January, 1958 





Klegance in Steel 


The Chubb 34 in. Crane Hinge Vault Door, 
in world-wide use as Standard Branch Bank 
Equipment. 

There are Chubb factories in Toronto, 
Canada; Sydney, Australia; Johannesburg, 
South Africa; and Wolverhampton, England. 
Chubb have appointed Agents in every 
principal country—please write to them, or to 
London, England, for details. 























CHUBB & SON’S LOCK AND SAFE CO. LTD. 


175-176 Tottenham Court Road, London, W.1, England 





stages the annual Seafair celebration 
and hydroplane races. 


Max B. Horn, William E. Reichen- 
bach and Leo E. Smith have been 
elected vice-presi- 

dents of the Cali- 

fornia Bank, Los 

Angeles. Mr. Horn 

is in charge of co- 

ordinating public 

relations activities 

for California 

Bank’s nine Orange 

County offices. Mr. 

Reichenbach has 

been assigned du- 

ties in the city divi- 

















M. B. HORN W. E. REICHENBACH 


Move up at California Bank 


sion of the bank, while Mr. Smith is in 
charge of the bank’s Atlantic-Whittier 
office. 

. 

The Marine Midland Trust Company 
of Southern New York has named 
George S. Fichtel 
as vice-president 
and trust officer at 
its Binghamton 
(New York) office. 

He joins Marine 
Midland Trust 
after serving as 
trust officer of the 
Passaic-Clifton Na- 
tional Bank and 
Trust Company, G. S. FICHTEL 
Passaic, New Jer- 
sey. He formerly served with banks in 
Pittsburgh. 
* 


At the J. Henry Schroder Banking 
Corporation, New York City, John J. 
Schmid, W. Donald Brown, Sherman 
Gray and Prestley E. McCaskie have 
been named vice-presidents. 

+ 

Jack M. Reinhardt has been named 
president of the J. A. Markel Company, 
Inc., New York City mortgage com 
pany. He succeeds the late Joseph A. 
Markel, pioneer mortgage banker. 

Robert R. Williams, Jr., formerly < 
vice-president with the Girard Trust 
Corn Exchange Bank, Philadelphia. 
has been elected president and chiei 


Burroughs Clearing Hous« 

















executive officer of the Bradford 
Pennsylvania) National Bank. 
o 


In a promotion at the Bank of the 
Southwest, Houston, Texas, Weyman 
W. Horadam has 
been made vice- 
president. He 
joined the bank in 
1952, was elected 
assistant cashier in 
1955 and named 
assistant vice-presi- 
dent the same year. 
Prior to his. work 
with the bank he : 
served with the W. W. HORADAM 
U.S. Civil Service 
Commission and the Reconstruction 
Finance Corporation. 

o 














In advancements at the Fourth Na- 
tional Bank, Wichita, Kansas, H. A. 
Funke has been named vice-president 
and vice-chairman of the board, 
W. Dale Critser has been named execu- 
tive vice-president, and Robert Gad- 
berry has been elevated to vice-presi- 
dent. A. Dwight Button, vice-president 
and assistant to the president, has been 
named to the board. 

S 


Among changes at the Harris Trust 
and Savings Bank, Chicago, Robert R. 
Blackburn of the 
trust department, 
and Ellsworth A. 
Handy and Henry 
S. Kahn of the 
banking depart- 
ment have been 
made vice-presi- 
dents. In other 
changes, Milton C. 
Burkhart, vice- 
president, was &R.BLACKBURN 
transferred from 
the banking administration to the gen- 
eral division. Delbert N. Urick has 








HENRY S. KAHN 


E. A. HANDY 
Harris Trust vice-presidents 


been named vice-president and comp- 
troller, and Arthur E. Urick has been 
advanced to cashier. 

. 


In promotions at The Bank’ of Vir- 
gina, Richmond, Frank T. Hyde and 


January, 1958 




















tHe BANK OF NOVA SCOTIA 


ESTABLISHED 1832 
C. Sypney Frost 


F. Wituram Nicks 





President Vice-President and General Manager 
CAPITAL AUTHORIZED 
$25,000,000 
CAPITAL PAID-UP REST ACCOUNT 


$18,000,000 $50,400,000 
UNDIVIDED PROFITS $1,604,090 





GENERAL OFFICE: TORONTO, CANADA 


Branches across Canada and in: 


JAMAICA CUBA PUERTO RICO 
BAHAMAS BARBADOS 
DOMINICAN REPUBLIC ' TRINIDAD 


LONDON, ENG., 24-26 Walbrook, E.C.4 
11 Waterloo Place, §.W.1 


NEW YORK, U.S.A., 37 Wall St. 
CHICAGO, U.S.A., Business Development Dept., Board of Trade Bldg, 


CONDENSED STATEMENT 
OCTOBER 31, 1957 


ASSETS 
Cash clearings and due from banks..... $193,546,011 
Canadian Government securities at 

PERE Orr 220,021,516 
Canadian Provincial Government Securi- 

ties at amortized value. .:.......... 4,837,480 
Other bonds and stocks, not exceeding 

IS. sn ccekeeon euneeeds 93,993,947 
Call loans (secured). .....0.ccccsecee 141,498,363 
Other loans and discounts (less pro- 

vision for estimated loss)........... 659,702,434 


Customers’ liability under acceptances 
and letters of credit (as per contra)... 19,780,600 











Bank premises..........- seneceveade 16,008,850 
Controlled Company. .....sessseeees 5,325,787 
Oe GONUEDs ¢ « ss eceesceedeodeoess 646,177 

$1,355,361,165 
LIABILITIES 


Depends. . «0 as ccncceccescesesesceagyeeageee 
Acceptances and létters of credit 





outstanding. ......eeeees gcceccees 19,780,600 
Other liabilities...... sedeesasesseees 4,964,680 
$1,285,357,075 


Shareholders’ Equity 

Capital paid-up. .........$18,000,000 

Rest account....... eeeees 50,400,000 

Undivided profits......... 1,604,090 
70,004,090 


$1,355,361,165 
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AUTOMATIC COIN WRAPPERS 


-.. ARE SO ACCURATE 
MISTAKES ARE IMPOSSIBLE! 


None other so accurate. They wrap all coins 
from lc to $1.00 so accurately . . . made by a 
special machine that affords this unusual pre- 
cision . . . any chance of error is eliminated! 
Patented Red Windows, revealing amount and 
denomination, afford “ease of visibility.” They're 
unequalled by competition. 


1 SELLER 





‘KWARTET’ COIN WRAPPERS 


A SUPERIOR HALF-SIZE WRAPPER 


3s0 
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eat 


A single wrapper designed 
to wrap pennies, nickels, 
dimes and quarters in HALF 
SIZE packages. Tapered or 
gummed edge. Printed in 2 
colors. Made of highest qual- 
ity Kraft stock for greater 
strength. 


RAINBOW COIN WRAPPERS 


The Teller immediately 
identifies the denomination 
of contents by color of wrap- 
per...red for pennies, blue 
for nickels, green for dimes, 
orange for quarters, yellow 
for halves, gray for dollars, 
prevent transposition. Indi- 
cia designated by figures. 
With tapered edges. 


QUALITY BILL STRAPS 
COLORED BILL STRAPS 


$900 
i 


. 
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: 2s F 
* EXTRA 


STRONG, 66 Ibs. 
Also a favorite with Banks 
. . extra strong... in7 
standardized colors for quick 
identification of package. 


They are 114” wide affording ample space for 
marking and stamping. Colored Kraft prevents 


transposition. 


BANDING STRAPS 


Better Than Rubber Bands 
They're ideal for packag- 


ing currency, 


deposit 


tickets, checks, etc. Much 
better than rubber bands 
as they will not break or 
deteriorate with age. Size 


of band, 10 in. x 


% 


in. 


Made of strong brown 
Kraft with gummed ends. 
Packed 1,000 to a carton. 





Send For FREE SAMPLES 
To DEPT. B 


FEDERAL BILL STRAPS 


50 Lb. Tensile Strength 
Made so extra strong of 
quality Kraft paper, they 
afford a breaking strength 
of 50 Ibs. per sq. inch, 
hence they protect longer. 
Normal and reverse ‘e 
ures, with color for (12) 
denominations, revealing 
value of package regard- 
less of the position. 


TELLER’S MOISTENER 


Speeds up Teller’s counting and banding of cur- 
tency. Moisture for finger tips, capillary pad for 
Bill Straps, in just the right amount of moisture. 
Made of plastic, in rich mahogany finish. 


Sponge For Fingers. 
Pad For Bill Straps. 


ENS 


L. DOWNEY CO. 
NNIBAL, MISSOURI 





























F. T. HYDE W.L. TILLER 


Promoted at Virginia bank 


William L. Tiller have been named 
vice-presidents. At the same time, John 
T. McGrann was promoted to trust 
officer. Mr. Hyde, of the 8th and Main 
street office, has been with the bank 
since 1945. Mr. Tiller, who is also 
cashier, joined the bank in 1937. 
So 


J. Stewart Baker, chairman of the 
executive committee of the Chase 
Manhattan Bank, 
New York City, 
until his retirement 
as an officer of the 
bank last month, 
continues on the 
board. 

Mr. Baker had 
been a member of 
Chase Manhattan’s 
senior management 
group since the 
merger of the Bank 
of Manhattan and Chase National in 
1955. He began his banking career in 
1915 and joined Bank of Manhattan in 
1919. He was appointed president of 
the bank in 1927 and was elected chair- 
man of the board in 1932. 

7 


In top level changes at the Buffalo 
(New York) Savings Bank, Kilgore 
Macfarlane, Jr. 
was elected pres- 
ident of the 
bank and Bryant 
Glenny, former 
president, was 
moved to chair- 
man of the 
board. Mr. Mac- 
farlane joins 
Buffalo Savings 
after serving as 
president of The 
Schenectady 
(New York) Savings Bank. 

Long active in work of savings bank 
associations, both on the state an‘ 
national level, Mr. Macfarlane is no\ 
a member of the Savings and Mort- 
gage Committee of the American 
Bankers Association. 

. 


New vice-president at the Worceste: 
(Massachusetts) County Trust Com- 
pany is Herbert L. Morris. Succeeding 





J.S. BAKER 


K. MACFARLANE, Jr. 
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Mr. Morris as treasurer is Harry I. 
Spencer, Jr. 
e 


Two unique posts in the American 
banking field are held by Donald §S. 








They man “floating banks’ 


Gould, left, and Monte J. Robinson 
pictured here. They man the banking 
facilities of the American Trust Com- 
pany, San Francisco, California, aboard 
the Matson Lines’ luxury liners S. S. 
Monterey and S. S. Mariposa. These 
ships make the round-trip from San 
Francisco to New Zealand and Aus- 
tralia in six weeks and the two men are 
called upon to deal in currencies of five 
countries. They hold the rank of bank- 
ing officer aboard the ships which is 
equivalent to senior assistant purser. 
’ 

The Investment Bankers Association 
of America, meeting in Hollywood, 
Florida, last month for their annual 
convention, elected William C. Jack- 
son, Jr., president. Mr. Jackson is 
president of the First Southwest Com- 
pany, Dallas, Texas. 

& 


Women continue to gain new stature 
in American banking. 

Essie Barrett, widow of the late Ike 
D. Barrett, has been named president 
of the Bank of Commerce, McLoud, 
Oklahoma, succeeding her husband. 
Mrs. Barrett has been cashier of the 
bank for the past 10 years. 

Avis Iden Mason, formerly vice- 
president, has been named president of 
the Etna Green (Indiana) Bank. Mrs. 
succeeds the late Robert R. 
Knepper. 

\t The Waterbury (Connecticut) 
National Bank, Mary E. Brosnan has 
been appointed trust officer. She has 
served in the trust department of the 
bank since 1952, 


Mason 


January, 1958 



















IF you are planning 


ELECTRONIC 
BOOKKEEPIN 


DIEBOLD can help you with... 


SCIENTIFIC ACCOUNT CODING 
3K FAST REFERENCE FINDING 
SAFE LEDGER FILING 


For automated checking account bookkeeping... introducing 
a new era in banking procedures ... Diebold offers expert 
assistance on scientific account coding and complete installation 
service to tailor reference and ledger filing systems 
to your estimated potentials. 


Regardless of your approach to these important 
functions, Diebold has the experience to assist 
in your planning. Ask for the brochure 
describing how Diebold can help you prepare 
for electronic bookkeeping ... DIEBOLD, 
INCORPORATED, CANTON, OHIO 


Diebold, Inc. 
Department OE-28 
Canton, Ohio 






DIEBOLD 


Please send brochures describing scientific preparation for 
electronic bookkeeping. 
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VOUR D 


AUTOMAT 
WITH SECURIT 
FOR VOU 


D 
OSITORS: 


Write for your copy now 


This free booklet tells how banks and 
their commercial depositors can mini- 
mize fraud . . . fraud that currently costs 
depositors 314% of their yearly profit 
. .. more than the annual saving to be 
realized from office automation intro- 
duced last year. Read facts, figures, and 
solutions to automation with security— 
all clearly described in eight illustrated 
pages. Write Cummins now! 


Cummins 


CUMMINS-CHICAGO CORPORATION 


4740 North Ravenswood Avenue, Chicago 40, Illinois 
SALES AND SERVICE IN ALL PRINCIPAL CITIES 


Marion Anderton, previously assist- 
ant cashier in the personnel relations 
department of the Bank of America, 
San Francisco, has been assigned to a 
new post in the public relation’s de- 
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M. E. BROSNAN M. ANDERTON 


Gain bank promotions 


partment. Mrs. Anderton will concen- 
trate upon the women’s viewpoint in 
bank public relations. 

New assistant cashier of the Citizens 
State Bank of Park Ridge, Illinois, is 
Evelyn Johnson. 

. 


The Rhode Island Hospital Trust 
Company, Providence, has promoted 
William W. White to executive vice- 
president and Harold W. Thomas to 
vice-president and comptroller. Mr. 
White, a vice-president since 1949, 
joined the bank in 1932. Mr. Thomas 
started with the bank in 1931 and has 
served as comptroller since 1950. 

. 


Charles S. McCain, former president 
and chairman of the board of the Chase 
Manhattan National Bank, New York 
City, and also one-time president of 
the investment banking firm of Dillon, 
Read and Company, also of New York 
City, died last month at the age of 73. 

* 


At the First National Bank of Bir- 
mingham, Alabama, Harry C. Howze, 
Robert W. Daly and W. G. Nethery 
have been promoted to vice-presidents. 

. 


The National Shawmut Bank of 
Boston, Massachusetts, has named 
John S. Sullivan and Robert G. Hussey 
vice-presidents. 

+. 


In advancements at the First Na- 
tional Bank and Trust Company, 
Tulsa, Oklahoma, W. L. Kendall has 
been named senior vice-president. Mr. 
Kendall has served First National since 


1928. 


. 

John T. Wilcox will join the Con- 
necticut Bank and Trust Company, 
Hartford, this month as vice-president 
in charge of personnel. 

. 

Philip A. Rubin has been promoted 

to vice-president at the American Na- 
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tional Bank and Trust Company, Chat- 
tanooga, Tennessee. 
° 


Herbert J. Fadeley, Jr., has joined 
The Boardwalk National Bank of 
Atlantic City, New 
Jersey, as vice- 
president. He was 
formerly with the 
Provident Trades- 
men’s Bank and 
Trust Company, 
Philadelphia. 

Alfred E. Hasen- 
zahl, formerly with 
the Irvington 
(New Jersey) Trust H-J. FADELEY, Jr. 








Company, has 
joined the bank as assistant vice-presi- 
dent in charge of the mortgage depart- 
ment. 

* 


Four men have been promoted to 
vice-presidents at the Old Kent Bank 
and Michigan Trust Company, Grand 
Rapids, Michigan. They are Peter Fer- 
inga, Donald O. Johnson, Robert W. 
Mumford and John W. Whitaker. 


* 


New vice-president and trust officer 
of The Bank of Palm Beach and Trust 
Company, Palm 
Beach, Florida, is 
John N. Morris, 
formerly assistant 
trust officer with 
the Genesee Valley 
Union Trust Com- 
pany, Rochester, 
New York. He has 
had wide experi- 
ence in estate and 
trust administra- 
tion since starting 
his banking career with the Fulton 
Trust Company of New York City in 
1931. 





J.N. MORRIS 


e 


The Central Bank, Kansas City, 
Missouri has elected Sterling Seaton 
executive vice-president. 

* 


C. D. Williamson has been named 
chairman of the 
board of the First 
National Bank of 
Laramie, Wyoming. 
Active in Wyoming 
banking since 1909, 
he began his bank- 
ing career in 1903 
in Denver, Colo- 
rado, with the 
ps United States Na- 
C.D.WILLIAMSON tional. He recent- 
ly has served as 
president of the Bank of Laramie. 
7 














To promote the City of San Fran- 
Cisco and to gain the good will of its 
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writes 6 months without refilling 


This handsome RECORDER” ball point desk set gives 
truly dependable service—superb writing quality. 

Writes instantly—at a paper’s touch. Once it starts writ- 
ing it doesn’t stop—writes for a full six months in 
normal use without requiring a refill. Steady, sure 
service, too—no ink “flooding” or “starving.” The strik- 
ingly modern Esterbrook RECORDER comes with red, 
blue or black ink... fine or medium point. Available 
in black or your choice of high fashion colors. Only 
$2.95 at list for complete set in black—$3.95 for colors 
and black chrome-banded de luxe model. In office or 


home it decorates any desk. 


(U worpatin by Osi look a ———— 


New WORDATHON*” Refill Cartridge writes up to five 








times longer than ordinary ball point refills, gives a 


full six months’ service—only 69¢. *Trade Mark 


RECORDER &:: 2", OSLerbvook 
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Display pictorial check 


customers, the Pacific National Bank 
has adopted a new check which depicts 
the city’s downtown skyline in a tint 
overprint picture across the entire face 
of the check. In the accompanying 
photograph, Earle H. LeMasters, presi- 
dent, explains the new check to San 
Francisco’s Mayor George Christopher. 
° 


Succeeding the late George T. Ball 
as president of the First National 
Bank, Caledonia, New York, is Willard 
B. Fraser. 

7 


New president of the Dania Bank, 
Miami, Florida, is J. Vincent O’Neill, 


former president and board chairman 
of the Mercantile National Bank, Chi- 
cago. Mr. O’Neill succeeds I. T. 
Parker who has been named vice-chair- 
man of the board. 


° 


John C. Biggins, vice-president, has 
been named to head the recently- 
created methods research department 
of the County Bank and Trust Com- 
pany, Paterson, New Jersey. 

4 


At the First National Bank, Mt. 
Vernon, Illinois, Lester E. Starr has 
been elected president and Ben Bullock 
has been advanced to executive vice- 
president. 

. 


Walter A. Scarboro has been elected 
president and Miles A. Dean named 
cashier of the Bank of Wendell, North 
Carolina. Mr. Scarboro succeeds the 
late Mallie C. Todd. 


Special representative is the new 
title for Edward J. Melniker at the 
Mercantile National Bank of Miami, 
Florida. He will be in charge of busi- 
ness development at the bank. 

© 


The woman’s influence on bank fur- 
nishings and decor seems to be becom- 














Multi-Purpose 
Famous 
J. A. Reinhardt & Co. 
Quality 
America's Leading Line of 
PERPETUAL CALENDARS 
LITERATURE RACKS 


HOLIDAY & ADVERTISING 
STANDARDS 


CALENDAR INSERTS 
NAME PLATES, Etc. 





new superior CQMBINATION TELLER SIGNS 


Write for Complete Catalog and Price List 


BANK PRODUCTS CO. new'vorK 7, vy. 


Established 1930 


in 
Bronze, Brass 
Aluminum 
or Chrome 
with 
Interchangeable 
Bakelite 
Name Plates 











Repeats your 18-25 

word Sales Message _ in 

LIGHT, MOTION and COLOR. De- 

signed with good taste to fit any surround- 


DEPT. C-18 





SELL YOUR BANK 
SERVICES WITH... 


ing. Quiet, safe, needs only 30” of space. A profitable 
addition to your business. Change tapes as often as you want. 


71-09 AUSTIN STREET e 


Checking accounts 

Travel Checks 

Home Improvement Loans 
Trust Services 


it 
Write ter Community Service 


Free folder 


FOREST HILLS 75, N.Y. 
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Help in ground-breaking 


ing more and more pronounced in the 
new buildings throughout the country. 
But in Texas, the women apparently 
make their presence known at the very 
beginning of construction. In ground- 
breaking ceremonies for the new Chim- 
ney Rock National Bank, Houston, 
wives of bank officials grabbed the 
business ends of shovels to pose for 
the photographer. Pictured here, left 
to right, are Mrs. Peter G. Brooks, wife 
of the president, Mrs. P. G. Bell, Jr., 
Mrs. Tyson Smith, Mrs. Hugh Buck 
and Mrs. Alf Roark, wives of directors. 


_ 


New vice-president at the American 
Fletcher National Bank and _ Trust 
Company, Indianapolis, Indiana, is 
Paul L. Boardman. 

« 


Stephen T. Christian becomes execu- 
tive vice-president and Gerald E. Hunt 
vice-president in promotions at the 
Chautauqua National Bank, James- 
town, New York. 

e 


Joe H. Gronstal has been appointed 
state banking superintendent of Iowa 
by Governor Herschal C. Loveless, 
succeeding the late Lee Chandler. Mr. 
Gronstall was vice-president of the 
Carroll (lowa) County State Bank. 
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John O. McShan, former president, 
has been named board chairman at the 
First National Bank, Lancaster, Texas, 
succeeding Troy Post. Virgil Post has 
been elevated to president and Joe C. 
Armstrong has been named vice-presi- 
dent and cashier. 

° 


The Trenton (New Jersey) Banking 
Company has appointed Theodore H. 
Warner _as_ vice-president trust 
officer. 


and 


o 


For the third consecutive year, the 
annual report of the Standard Federal 
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how to get the money to make the money 


How can you increase your bank’s de- 
posits so you can make more loans, more 
profit? That’s 1958’s big challenge, big 
opportunity. Some bankers try it with 
advertising. Others raise savings interest 
rates. But facts prove nothing increases 
deposits (and depositors) like new or mod- 
ernized banking quarters. It’s growth that 
is immediate—and continuous! Proof? In 
1956 alone, banks which began operating 
that year in quarters modernized by Bank 


Building Corporation showed deposits 
gains over triple the national average! 
Bank Building clients traditionally show 
new business gains far above their com- 
petitors—because their new quarters are 
planned for profit, planned by experienced 
specialists to attract and hold new cus- 
tomers. For a factual report on the results 
of a well-planned modernization, write 
today for ‘‘What Happens After a Bank 
Modernizes?’’ No obligation, of course. 


OF AMERICA 
ST. LOUIS, 1130 Hampton Avenue 


NEW YORK + CHICAGO + AUSTIN :* SAN FRANCISCO « ATLANTA 
Operating Outside the Continental U.S. as: Bank Building Corporation, International « Subsidiary: Design, Inc. 


Bank Building clients who 
opened in their new quarters 
in 1956 increased deposits an 
average of 9.42%, compared 
to 2.89% national average 
gain. From “‘What Happens 
After a Bank Modernizes?” 











Annual report award 


Savings and Loan Association, Los 
Angeles, California, has been judged 
best in the savings and loan field by 
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XCHANGE 
ACILITIES 


THE 
MirsvusisH1 Bank, 


Ltn. 
NEW YORK BRANCH 
120 Broadway, New York, N.Y. 
Head Office: Tokyo 
& 154 Branches throughout Japan 
London Branch: 82, King William St., 
London E.C. 4 














BUILD GOODWILL 


Keep your personal loan customers with YOUR 
Bank... 
Thank them for prompt payment, and return can- 
celled notes and related papers in a Kenlee leather- 
ette-embossed ‘‘Valuable Papers File’’ featuring 
your imprinted ‘‘Thank You’’ message on the front 
and other banking services on the back or inside. 
Eliminates the need for an individually typed 
letter. 
Custom-designed to maintain dignity and insure 
permanent goodwill at the cost of a few pennies, 
the Kenlee ‘‘Valuable Papers File’’ will fit into 
a standard No. 10 or No. 12 envelope—will never 
be thrown away—will keep your Bank’s name 
before your customer for years. 
Write or telephone NOW for sample and prices! 
TWinbrook 1|-8900 


KENLEE & ASSOCIATES 
20260 Sherwood Avenue—Detroit 34, Michigan 
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the board of judges of Financial World 
magazine. The _ profusely-illustrated 
color process booklet graphically de- 
scribes the 1956 operations at Stand- 
ard Federal in 20 pages. In the accom- 
panying photograph, George M. Eason, 
left, president, and M. Louise Eason, 
vice-president and secretary of Stand- 
ard Federal, accept the bronze “Oscar 
of Industry” from Richard J. Ander- 
son, editor and publisher of Financial 
World. 
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Succeeding the late L. T. Jones as 
president of the Tremont (Pennsyl- 
vania) Bank is R. D. Leidich. Harry 
H. Carl has been named vice-president. 

* 


At the First National Bank, Greeley, 
Colorado, Leonard N. Burch is the 
new president. He succeeds R. M. 
Thomas. Mr. Burch joins the bank 
after serving as vice-president of the 
Denver National Bank. 

oo 


Theodore H. Warner has been ap- 
pointed vice-presi- 
dent and trust offi- 
cer at the Trenton 
(New Jersey) 
Banking Company. 
He succeeds the 
late William C. 
Matlack. Mr. War- 
ner joined Trenton 
Banking Company 
in 1939, was named 
assistant trust offi- 
cer in 1948 and 
was appointed trust officer in 1956. 
oe 





T. H. WARNER 


New vice-president at the Guaranty 
Bank and Trust Company, Denver, 
Colorado, is Harry A. Zinn. 


James F. Quaid, former vice-presi- 
dent of the Louisiana Bank and Trust 
Company, New Orleans, has been 
named president of the new Bank of 
Louisiana in New Orleans which is ex- 
pected to open for business early this 
year. 

> 


Clifford C. Boyd has been named 
president, and August Ihlefeld has 
been elected chairman of the board of 
the Institutional Securities Corpora- 
tion, mortgage servicing corporation 
for the New York savings banks. 

. 


New president of the Bank of Essex, 
Tappahannock, Virginia, is Peyton 
Hundley, Jr., succeeding the late 
R. Bland Beverley. 


5 


In promotions at the Scarsdale (New 
York) National Bank and Trust Com- 
pany, E. W. Stearns has been ap- 
pointed executive vice-president, John 


J. Link, Jr., has been named vice-presi- 
dent, and Henry B. Schindler has been 
appointed cashier. 

* 


William Ducharme, Jr., has been 
elected vice-president and treasurer of 
the Brookline 
(Massachusetts) 
Trust Company. 
His 20 years’ ex- 
perience in com- 
mercial and savings 
banking includes 
service with the 
First National 
Bank of Arizona 
before joining 
Brookline Trust in 
1955. He has been 
manager of the bank’s Chestnut Hill 
office and served as treasurer at the 
time of his promotion. 











W. DUCHARME, Jr. 


e 


New president of the First National 
Bank of Clayton, Missouri, is Al J. 
Ruch who succeeds Kent Ravenscroft. 

. 


President of the newly-organized 
Jersey State Bank, River Edge, New 
Jersey, is F. Walton Wanner, mayor 
of River Edge. Executive vice-presi- 
dent and treasurer is John T. Stoll. 
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R. S. Gillam, former president of the 
First National Bank of Mart, Texas, 
has joined the National City Bank of 
Waco, Texas, as executive vice-presi- 
dent. 

* 


New president of The Industrial City 
Bank and Banking Company, Worces- 
ter, Massachusetts, 
is H. Morrison 
Radcliffe, formerly 
vice-president of 
the Merchants Na- 
tional Bank, Man- 
chester, New 
Hampshire. He 
succeeds Horace D. 

McCowan who has 
retired. Mr. Rad- 
cliffe started his H-M.RADCLIFFE 
banking career 
with the National Shawmut Bank, 
Boston, before joining Merchants Na- 
tional in 1939, 

. 


The promotion of Charles H. Welch 
to vice-president and cashier was 
among recent advancements at the 
Wellesley (Massachusetts) National 
Bank. 


4 


W. S. Pebworth, Jr., executive vice- 
president of the Reagan State Bank, 
Houston, Texas, and Houston attor- 
ney, Charles Sapp, lead a group 0! 
Houston men seeking a charter for th: 
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sroposed Airline State Bank of Hous- 
con. The suburban bank, if approved, 
vould be capitalized at $250,000. 
a 
Elected vice-president at the Na- 
tional State Bank, Newark, New Jersey, 
Eli J. Loranger, Jr. 
Sd 
F. A. Evans, formerly president and 
chairman of the board of the Farmers 





and Merchants | 


State Bank, Bloom- 
field, Nebraska, has 
joined the Wood- 
bury County Sav- 


City, Iowa, as ex- 
ecutive vice-presi- 
dent. Active in the 
Nebraska Bankers 
Association, Mr. 
F. A. EVANS Evans turned from 
the teaching field 

to banking over 11 years ago. Prior to 








ings Bank, Sioux | 


serving the Bloomfield bank, he was | 
with the Plainview (Nebraska) State | 


Bank. 


e 


New financial vice-president for the 
Home Life Insurance Company, New 
York City, is John E. Crane. 

° 

William J. Tierney, Fred Potter and 
Paul Sobek have been named vice- 
presidents at the Batavia National 
Bank, La Crosse, Wisconsin. 

+. 


New vice-president at the Tappan 
Zee National Bank, Nyack, New York, 
is William F. Mondadori. 


+. 


New estate planning consultant and 
tax adviser at the National State Bank 
of Boulder, Colorado, is Dr. William 
J. Bowe, Professor of Law at the Uni- 
versity of Colorado. 


* 


The First National Bank of Des 
Plaines, Illinois, 
has appointed 
Maxwell D. Sawyer 
executive vice- 
president of the 
bank. He joins 
First National after 
serving The Con- 
necticut Bank and 
Trust Company, 
Hartford. <A _ for- 
mer national bank M. D. SAWYER 
examiner, he has 
been in banking since 1930. 











+ 


W. R. McQuaid has retired as the 
chairman of the board of the Barnett 
National Bank, Jacksonville, Florida. 
He served the bank since 1897, and had 
held all positions in the bank by the 
time he was named president in 1925. 


January, 1958 











She’s saving you 4 days 


HOW? She’s proving and sorting checks. 
LET’S SAY you’re one of our correspondents. 
YOU'VE SENT checks to us for clearing. 

WE PROVE totals, sort by city and banks... 
USING the most modern equipment available. 
YOUR CHECKS leave our bank the same day. 
WE AIR MAIL clearances to you direct. 

YOU SAVE time. Up to 4 days. 

OUR correspondent family is nation-wide. 
WE'LL BE GLAD to give you complete details. 
JUST ASK one of our officers to drop by. 

OR VISIT our main office, 15th and Chestnut Sts. 


Banking since 1782 


The First Pennsylvania 


BANKING AND TRUST COMPANY 


31 offices—Serving more people more ways than any other Philadelphia bank 


Member Federal Deposit Insurance Corporation 
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THE ROYAL BANK 


OF CANADA 


Head Office, Montreal 


JAMES MUIR 
Chairman and President 
K. M. SEDGEWICK 
General Manager 
A. F. MAYNE 
Associate General Manager 
(non-domestic business) 








Condensed Annual Statement 
as on 30th November, 1957 








ASSETS 


Cash on hand and due from banks (including items in transit).. 

Government of Canada and provincial government securities, 
at amortized value 

Other securities, not exceeding market value 

Call loans, fully secured 


Total quick assets 


ee Se SIN 655s eb bbe dad iad ec oeteneeesceesees 

Mortgages and hypothecs insured under N.H.A. (1954) 

Bank premises 

Liabilities of customers under acceptances, guarantees and 
letters of credit 

Other assets 


LIABILITIES 


Deposits see 
Acceptances, guarantees and letters of credit 


Other liabilities 
Total liabilities to the public ........... 


Capital paid up Licensees 
Rest Account ... Coeececerseeedoss 


Undivided profits ....... 





Over 900 Branches 


540,240,109 


672,276,365 
505,688,414 
238,163,548 





$1 ,956,368,436 
1,431,188,052 
216,590,777 
34,559,150 


112,413,852 
9,424,350 





$3,760,544.617 








$3,426,683,145 
112,413,852 
19,444,074 





$3,558,541,071 


50,400,000 
151,200,000 
403.546 


$3,760,544,617 














IN CANADA, ARGENTINA, BRAZIL, BRITISH GUIANA, BRITISH HONDURAS, 

COLOMBIA, PERU, URUGUAY, VENEZUELA, CUBA, HAITI, PUERTO RICO, 

DOMINICAN REPUBLIC, BRITISH WEST INDIES. OFFICES IN NEW YORK, 
LONDON AND PARIS. CORRESPONDENTS THE WORLD OVER. 


London Branches 
6 Lothbury, E. C. 2 2 Cockspur St., S. W. 1 
Auxiliary in France 
THE ROYAL BANK OF CANADA (FRANCE) 
Paris 





NEW YORK AGENCY 
68 William Street 


JOSEPH W. GANANN, Agent 
A. A. JOHNSON, Second Agent 
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CANADIAN BANKING 








Interest Rates 

A number of Canadian trust com- 
panies have followed the lead of the 
National Trust Co., Toronto head- 
office, which on November 1 raised the 
interest rates of savings accounts 
from 314 per cent to 3% per cent. The 
interest is based on the minimum 
half-year balance. Canadian banks pay 
234 per cent interest semi-annually, 
and no increase is anticipated. Trust 
companies operate savings accounts 
of various types, including limited 
withdrawal accounts and term savings 
accounts. 


oo ° * 


Teller Training 

A two-weeks’ training course for 
junior tellers of all 62 Toronto area 
hranches of the Imperial Bank of 
Canada is well underway. Six junior 
tellers at a time undergo the training 
under conditions encountered in the 
everyday operations of a branch bank. 

The course is conducted in the 
branch at the Canadian National Ex- 
hibition grounds in Toronto. The 
branch is open only two weeks in late 
August and early September each 
year. It is being used for training 
courses the rest of the year. 

The mornings are devoted to bank- 
ing theory, and the afternoons to prac- 
tice, with half the trainees as tellers 
and the others acting as customers. 
In this way, instructor A. A. McKenzie 
teaches the junior tellers the actual 
handling of different types of deposits, 
foreign exchange, counting of cash, 
safe combinations, joint agreement 


By JAMES MONTAGNES 
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Canadian National Exhibition branch, Imperial Bank of Canada 


Two-weeks course gives junior tellers theory, actual experience 


forms, identification, cashing payroll 
checks and opening savings accounts. 
The students use real money in 
handling all transactions and are ex- 
pected to spot errors instructor Mc- 
Kenzie makes deliberately. They are 
taught the importance of accuracy in 
the handling of money and how to deal 
with customer problems. At the end 
of the course the students take exams 
on what they have been taught. 
“The teller is one of the important 
links with the customer,” J. H. 
Jarrott, superintendent of staff at Im- 
perial Bank, stated in giving reasons 
for the training course. “Seventy-five 
per cent of the customers entering a 
branch bank go to the teller. We are 


taking these young people, most of 
whom have been tellers for only a 
short time, and giving them a training 
in their duties and in the understand- 
ing of the customer’s point of view. 
The better trained they become, the 
better service they are able to render. 
We are cramming into two weeks what 
otherwise would take about two years 
to learn.” 
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Annual Reports 

The first six Canadian banks to re- 
port for the fiscal 1957 show a varied 
picture. Most, but not all report larger 
total assets than in 1956 (see statis- 
tical table below). Many banks reflect 


Increased assets, more savings and larger mortgage holdings are key trends in banking statements 
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CANADIAN BANK TRENDS—1957* 
Imperial Provincial Toronto- 
Bank of Bank of Bank of Dominion Bank of Canadian Bank 
Canada Canada Nova Scotia Bank Montreal of Commerce 
Total 1957 $842,365,899 $297,293,930 $1,355,361,165 $1,382,572,332 $2,866,082,442 $2,581,695,390 
Assets 1956 867,404,860 295,579,382 1,270,142,472 1,340,983,992 2,783,435,226 2,434,914,304 
Loans & 1957 411,249,651 124,971,869 659,702,434 586,082,243 1,173,987,527 1,060,681,077 
Discounts 1956 442,807,946 129,482,192 641,037,962 614,544,770 1,179,991,016 1,069,285,025 
Net 1957 6,027,978 1,499,246 10,832,250 8,181,934 18,840,692 16,960,242 
Earnings 1956 4,966,378 1,300,960 8,909,856 6,876,067 16,770,940 15,123,807 
Net 1957 2,787,978 799,246 4,743,860 4,081,934 9,649,692 8,553,246 
Profit 1956 2,676,378 710,160 3,790,409 3,656,067 8,975,940 7,891,541 
Mortgages 1957 35,159,601 2,329,712 23,152,292 40,570,238 130,727,883 96,831,707 
1956 28,893,283 2,198,645 20,551,000 36,367,923 104,224,828 89,444,382 
*Fiscal year ending October 31, 1957. 
Se Sea a 
yuse January, 1958 77 





the credit restrictions with lower total 
loans and discounts, and all the banks 
report increased earnings and larger 
net profits than in 1956. Despite a 
slowdown in housing construction due 
to tight money policies, all the banks 
reporting show more National Hous- 
ing Act mortgage loans than the 
previous year, though the rate of 
increase was not as great as the 
previous year. 

The banks have also reported 
greater personal savings deposits than 
ever before. General Manager E. J. 
Friesen of the Imperial Bank of 
Canada amplified the report on in- 
creased personal savings deposits by 
stating that “statistics indicate that 
Canadians as individuals are saving 
more than any other people. Statistics 
also indicate that Canadians as indi- 
viduals are going farther into personal 
debt.” 

A number of the banks report on 
the shares of new stock issued during 
the past year. The Canadian Bank of 
Commerce reports an offering of 
750,000 shares of new stock which 
results in capital and rest account 
amounting to $135,000,000, an in- 
crease of $23,000,000. The Bank of 
Montreal shows that its additional 
share offer of 1957 brings its capital 
and rest fund to $174 million, the 
highest figure in Canadian banking, 
“reflecting the bank’s endeavor to 
meet the growing demands of Can- 
adian business.” The Bank of Nova 
Scotia issued 300,000 shares of new 
stock in the year increasing share- 
holder investment from $70 million to 
$86 million. 
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New Booklets 


Career opportunities in Canadian 
banking are treated in a new booklet 
being distributed to high school stu- 
dents by the Bank of Montreal. The 
pocket-size booklet points out that 
general manager G. Arnold Hart was 
a high school graduate when. he 
started with the bank 25 years ago, 
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Outlines opportunities 


and also gives data on a number of 
other top executives who climbed to 
their present posts after joining the 
bank as high school graduates. 

The booklet tells in pictures the 
various posts open in the bank, the 
training courses given and the facili- 
ties available within the bank for 
training. It describes salaries, insur- 
ance, pensions, vacations and other 
benefits. It also tells briefly the bank’s 
history since its founding in 1817 and 
gives highlights of the growth of its 
staff and branches. 

The latest in the series of Canadian 
Bank of Commerce’s booklets for 
farmers deals with dairy farming. 
Entitled “The Milky Way to More 
Profits,” it shows how modern equip- 
ment and records can assist the dairy 
farmer. 
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Defense Display 


The main banking hall and entrance 
of the main branch of the Bank of 
Nova Scotia at Toronto looked some- 


thing like a miniature defense base 
late in November and early in Decem- 
ber. It had a large display of models 
of the joint atomic, biological and 
chemical warfare division of the Can- 
adian armed services. Canada’s de- 
fense in the event of a nuclear attack 
was the theme of the display. 

The Royal Canadian Navy showed 
a 40-foot model of the St. Laurent 
class of anti-submarine destroyer 
escort, equipped with a maze of elec- 
tronic devices. This class of destroyer 
is able to wash down the ship in event 
of contamination in a nuclear fall-out. 

Four models of Nike rocket launch- 
ing units were on display, complete 
with sky-sweeper and computer mis- 
siles. Such sites are operated by the 
Canadian Army near various indus- 
trial centers of Ontario. 

The Royal Canadian Air Force dis- 
played photographs of its CF-100 
twin-jet all-weather fighter aircraft 
and its new CF-105 supersonic twin- 
engined two place fighter plane which 
is now going into production. 
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Easing Credit 


There are numerous signs that the 
tight money situation in Canada is 
easing. The government’s Industrial 
Development Bank in mid-November 
dropped the interest rate on new loans 
from 614 per cent to 6 per cent. The 
former had been in effect since Sep- 
tember, 1956. In announcing the rate 
change, IDB stated that in the fiscal 
year ending September 30, 1957, it 
had made _ substantially more new 
loans to small and medium-size busi- 
ness concerns. The average loan dur- 
ing the year had dropped from 
$100,000 to $60,000, and a greater 
number of loans had been made in the 
under-$25,000 category. 

A survey of banks by the Toronto 
Financial Post late in November 
shows that some banks are looking for 
new business loans, and that credit 
may be more easily obtained because 
of both slackening demand and a 


Defense display transforms Bank of Nova Scotia’s main branch into a miniature defense base 


RAF’s all-weather jets featured 








Navy’s anti-submarine destroyer escort 
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m October 31st 1957 | 
0 ASSETS e 
Ft Cash on hand and due from banks and bankers :; 3: : $ 282,461,992 L. J. BELNAP 
7 Cheques and other items intramsit, net. . . . . . 188,223,596 G. BLAIR GORDON 
h Government of Canada and Provincial Government Securi- Tue Hon. 
ties, at amortized value . . oe ee ee a 657,133,040 CHARLES A. DUNNING, P.c. 
Other securities, not exceeding tins ae. « « & 215,542,269 os alsa gua 
CallLoans . . 2 1. 1 1 ew we we 8 8 8 «132,921,037 eu t acis ls: 
476 4 J. V. R. PORTEOUS 
$1,476,281,93 C. G. HEWARD, a.c, 
he Commercial and other loams . . .. . ce 1,173,987,527 B. C. GARDNER. o.c. 
be a raed hypothecs insured under the National R. C. BERKINSHAW, c.p.z. 
- ousing ct 1954 . . . . 130,727,883 HENRY G. BIRKS 
el Bank Premises .. ~ « » & se “aled . 36,127,980 Tus How, 
ve Customers’ liability elie acceptances, guarantees ial let- CHARLES J. BURCHELL, 
ni ters of credit, as percomtra. . . « «© «© « e 47,014,144 capitate 
‘a OtherAssstse . 1. © © © © 8&8 8 8 8 8 6 1,942,974 Peaches STAVERS . 
2 W. BOUR 
cal $2, 066,002.452 NOAH A. TIMMINS, J 
a NS, Jr. 
it LIABILITIES Cot. THe Hon. 
ew ‘ LARENCE WALLA 
ai. Deposits o 8 © «© © &© & & 8 8 8 8 & $2,632,251,291 , C.B.E. - 
ir- Acceptances, guarantees and letters of credit . : 3: i 47,014,144 THE Hon. 
om Other Liabilities. . n° 2 13,642,676 mame <4 sanenonien 
ter Capital authorized — 7,500,000 shen of H. GREVILLE SMITH, c.B.z. 
the $ 10 each. ° ° e ° ° -— . 73 000, 000 R. E. POWELL 
| Capital paid-up — 5,354,358 shares — is- ROBERT J. DINNING 
nto sued and fully paid e e . . - § 5 3,543, 580 HAROLD S. FOLEY 
“ Payments received in ‘io of call H. G. HILTON 
dates on account of 45,642 shares not 
: : Maj.-Gen. GEORGE P. VANIER, 
dit | a a ae 143,252 ne ae 
ve $ 53,686,832 W. A. ARBUCKLE 
Rest Account . 3: $s &$ 8 $8 8 « 117,373,665 THOMAS W. EADIE 
Undivided Profits :; s 8 8 8&8 8 3 2,113,834 $ 173,174,331 HENRY S. WINGATE 
$2,866,082,442 pangeaieind 
H. ROY CRABTREE 
NOTE: RALPH B. BRENAN 
The rest account has been increased by the transfer of $1,500,000 from tax-paid reserves and e 
by $17,373,665 received as premium on capital stock subscriptions. ‘ 
Completion of the present stock issue will result in paid-up capital of $54,000,000 and General Manager 
rest account of $118,000,000. G. ARNOLD HART 
r 
NEW YORK 5: SAN FRANCISCO 4: CHICAGO 3: LONDON, ENGLAND PARIS, FRANCE 
64 Wall Street Bank of Montreal (San Francisco) Special Representative’s Office 47 Threadneedle St., E.C. 2 European Representative's Office 
John A. Hobson, Frank W. Hunter, 333 California Street 141 West Jackson Blvd. 9 Waterloo Place, No. 10, Place Vendome 
Gordon V. Adams, John B. Lesslie, Agents Albert St. C. Nichol, President Niels Kjeldsen, Special Representative Pall Mall, S.W.1 Paris, ler 
g 2 
Canada's First Sank... 700 BRANCHES COAST-TO-COAST 
ouse January, 1958 
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shift in official government policies. 
Undue loosening of monetary re- 
straint, bankers agreed, would be un- 
wise since it would very likely provide 
a base for a wider inflationary surge 
later on. 

On December 2, Canadian banks re- 
duced the interest on prime loans from 
534 per cent to 5'% per cent, offsetting 
the increase put into effect in August. 
The cut in the prime lending rate was 
in keeping with the general softening 
of interest rates. 

There has also been a decline in 
treasury bill yields from a high late 
in August of 4.08 per cent to 3.51 per 
cent in late November. The rate is set 
by the weekly sale of treasury bills 
by the Bank of Canada. 

“Recent easing of credit restraints 
reflects the lessening of inflationary 
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Bank Signs in Bronze or Aluminum 


by U.S. BRONZE 


Impressive dignity and good taste are working 
ambassadors for you when your bank’s name 
appears in these beautifully designed and exe- 
cuted signs. Names of your personnel on tasteful 
metal signs also assure an impression of dignity 
and stability. 


Desk Nameplates 
Both Economical 
and Beautiful 
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INDIVIDUAL LETTERS—Metal or 
plastic—in all sizes 

Perfect for permanent signs, inside 
or out. As suppliers to banks large 
and small from coast to coast, we 
offer the widest selection with the 
most in service, at economical 
prices. Send today for catalog of 
all signs, plates, display cases, etc. 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE sion co., tne. 


101 W. 31st St., Dept. BC, New York 1, N. Y. 


imitation leather or plastic 

commercial passbooks and 
pocket check cases 

SAMPLES AND PRICES ON REQUEST 


WILLIAM EXLINE INC. 


1270 ONTARIO STREET, CLEVELAND 13, OHIO 





JOHN S. PROCTOR 


“Pauses in expansion inevitable” 


pressures and the tendency of produc- 
tion to decline,” John S. Proctor, 
president of the Imperial Bank of 
Canada stated at the annual meeting 
on November 27. “Should these tend- 
encies continue, still further easing of 
credit restraints may be in order. 
Drastic action should not be taken, 
however, without it being clearly 
necessary.” 

Mr. Proctor pointed out that “Can- 
ada’s_ difficulties with inflation in 
recent years have been mild in com- 
parison with those of many other 
countries. We have been especially 
fortunate in our balance of payments 
position ... That no significant cur- 
tailment of the growth of our national 
productive capacity has been required 
is due to our power to attract a heavy 
inflow of people and capital from 
other countries. The size of this inflow 
is evidence not only of our potential 
wealth but also of the confidence dis- 
played by other countries in the sound- 
ness of our economic policies.” 

He referred to increasing unemploy- 
ment and the necessity to expand pro- 
duction to absorb the annual growth 
in the labor force. But “‘we should not 
conclude because unemployment is 
growing, that we are headed into de- 
pression. Pauses in periods of expan- 
sion are inevitable,” he said. 

In connection with large scale bor- 
rowing outside Canada by Canadian 
corporations and governments in the 
past few years, Mr. Proctor explained 
that this could hardly have been done 
“had interest rates not been higher 
and credit conditions more restrictive 
in Canada than in the United States 
. . . As domestic pressure slackens 
much of this borrowing will be shifted 
to the Canadian market.” 

Meantime, Reginald H. Dean, presi- 
dent of the Investment Dealers’ Asso- 
ciation of Canada in mid-November 
stated at Halifax that ‘‘there are clear 
indications” of an easing of the credit 
situation as shown by declining in- 


terest rates and through an easing oi 
bank credit restrictions. He forecast 
a leveling off in the cost-of-living, but 
added that this would not be fel 
before spring. 
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Walk-up Window 
The Bank of Montreal, Canada’s 
oldest bank, plans to open its first 
walk-up window in Montreal suburban 
St. Lambert early in 1958. It is con- 
sidered to be the first sidewalk teller 
window in operation by any bank in 
Canada. 
+ . * 


Management Changes 


Leo Lavoie has been named general 
manager of the Provincial Bank of 
Canada, succeeding J. U. Boyer. Mr. 
Lavoie started with the bank in 1930 
at Riviere du Loup and successively 
held various positions until he became 
manager of the bank’s main branch at 
Montreal. Two years ago he was ap- 
pointed assistant to the president, and 
until his new appointment was assist- 
ant general manager. 
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H. L. Mann is the new supervisor of 
branches of the Royal Bank of Canada 
in the republic of Colombia, succeed- 
ing D. Robertsen. Mr. Mann joined 
the bank in 1919 and has served the 
past 30 years in South America, prin- 
cipally in Venezuela and Peru. Since 
October, 1957, he has been assistant 
supervisor of branches in Colombia, 
with headquarters at Bogota. The 
Royal Bank has branches at Bogota, 
Medellin, Barranquilla and Cartagena, 
as part of the network of 70 branches 
operated in Central and South Amer- 
ica and the Caribbean area. 
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F. D. Osborne, former assistant 
manager of the bond department at 
the Toronto head-office of the Imperial 
Bank of Canada, has been appointed 
manager of the department. He joined 
the bank as a junior in 1920. H. R. 
Barclay and N. F. Dann have been 
appointed assistant managers of the 
bond department. Mr. Barclay came 
to the Imperial Bank in 1952 after 
four years with the Bank of Canada, 
and Mr. Dann joined the bank in 
1925 as a junior. 

A. S. de Rosenroll, previously man- 
ager of the main branch of the Im- 
perial Bank of Canada at Calgary, 
Alberta, has been named supervisor of 
the bank’s newly formed oil and gas 
department there. His successor 4s 
manager of the main Calgary branch 
is W. J. Douglas, who managed t'ie 
main branch at Saskatoon, Saskatche- 
wan. 
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i hy 8 of the top 10 banks 
ave turned card filing 


wer to Revo-File 


ORLD’S FINEST ROTARY CARD FILE) 





1 USES PRESENT CARDS. With amazing Mosler Revo-File, no costly trans- 
¢ position is needed. Save $200 or more in change-over costs, plus big 
Savings in time, space, money over old-fashioned filing. 
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REMOVE OR REFILE ONE CARD OR HUNDREDS instantly. Mosler Revo- CARDS CAN'T DROP OuT. Mosler Revo-File is the only file of its 
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» File holds cards without mechanical attachment. No wear on card e type that doesn’t rely on notched cards that wear out in use. 
or clerk. Ups efficiency. Gives real finger-tip control. The patented, exclusive belt method of holding records in file 
assures complete protection against card “fall-out” or wear. 


Another fine 
product of 

The MOSLER 
SAFE Company 


HOW TO MODERNIZE AN ACTIVE CARD FILE IN MINUTES. 


If you have 3,000 or more active card records of any type 
or size (including tabulating cards) which are used con- 
tinuously for reference and posting, mail this coupon today! 





Department BCH-1, REVO-FILE DIVISION, 


. - THE MOSLER SAFE CO., 320 Fifth Ave., New Y , NY. 
68 LINEAR INCHES OF FILING CAPACITY IN a cabinet only 36 inches ; ve., New York 1 


‘long save you valuable floor space. And, with Revo-File, filing is 
ster, reference is quicker because “cards come to clerk” instead 
ofclerk going to cards. Available in manual and automatic electric 
«lector models. 


Please send me complete information on Mosler Revo-File and how 
to modernize an active card file in minutes. 


ee 
* * * * * 


For big volume filing Mosler Roto-File can accommodate 
more than 80,000 cards .. . has all the exclusive features 











Cometic 2 man gecld tone feet tale / 


Every banker knows this experience. 
When you’ve glanced up from your 
desk to see someone special standing 
there. Maybe your visitor is the 
town’s leading businessman ... a 


judge or a famous actor... or an 
ex-governor. 

Perhaps you’re surprised and a bit 
impressed at first. Then you see that 


familiar look every banker recog- 


Member 
Federal Deposit 
Insurance 
Corporation 


nizes. Your famous visitor has a 
problem. And, who does he turn to 
for the answer to his question? His 
banker, of course! 

When a man whois an outstanding 
success asks you for advice, you have 
a right to feel ten feet tall. 

5 = 

At City National, we help many of 

our correspondent friends find the 


answers to the questions their cus- 
tomers ask. All our facilities and re- 
sources are at the finger-tips of our 
associate bankers across the nation. 

Maybe you, too, could use a strong 
partner in Chicago to help with your 
out-of-town banking. If you’d like to 
learn of the service we can give, why 
not phone us. We’d like to do business 
with you. 


q€Coinwy NMATIONAL BAN K 


AND TRUST COMPANY OF CHICAGO 


208 South La Salle Street « FRanklin 2-7400 
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Automatic Data Processing — 
Problem definition, system studies, 
orientation of personnel, programming 
aid, and installation improvement are 
phases of automatic data processing 
where expert aid may be needed. In 
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Emphasizes staff training 


this 12-page brochure, a pioneer in the 
data processing field lists the scope 
and variety of its services. The human, 
organizational and technical problems 
encountered call for unique and effec- 
tive techniques, it adds, and then pro- 
ceeds to indicate how its specialists 
can help in the selection, orientation 
and training of employees, as well as 
in filling in the electronics committee. 
Programming is another field in which 
it provides advice. 


Public Relations . .. In this eight- 
page reprint of an address, the author 
gives a brief recap of the growth of 
public relations, with particular em- 
phasis that public opinion can not be 
manipulated and good repute must be 
earned. He maintains that there is 
no one in any organization better 
qualified to win the understanding, 
the trust and the confidence of the 
public than an able public relations 
executive. You have to exercise good 
public relations leadership to convince 
the public you’re concerned with giv- 
ing better service, he adds. Moreover, 
he continues, public relations should 
eventually prove to be as important as, 
if not more important than, medicine, 
law, engineering and science, and gives 
reasons as to why he thinks so. 


Branch Banking . . . The move- 
ment towards suburbia has effected a 
sharp architectural change in bank 
design, according to this 24-page book- 
let. Aimed at aiding decisions as to 
Size and type of structure, it contains 
a variety of prototype designs, and 
Provides a step-by-step analysis for 
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banks and other financial firms con- 
sidering branches or new quarters. 
The pamphlet notes that a branch 
must be tailored to meet the needs of 
its location, as well as its future 
potential. Published by a large bank 
building firm, it also includes many 
ideas for banks considering remodel- 
ing or expansion of their quarters, 
for it is replete with exterior and in- 
terior photographs of large and small 
installations, and includes sketches of 


“branch banks of tomorrow.”’ 


10 Easy Arguments... Although 
it is directed to the customer, this 12- 
page brochure offers a great deal of 
information for the insurance agent 
or financial institution. Written in 
easy to understand question and an- 
swer form, it provides many facts 
about credit life, health and accident 
protection, which protects both parties 
involved in the financing contract. A 
handy table on the back cover gives 
the amount of monthly premiums 
needed to cover credit instalments 
ranging from $10 to $135. These are 
given for six months periods ranging 
from 12 to 60 months. 


Automation Pitfalls . . . Careful 
study of almost every major data- 
processing undertaking reveals a con- 
sistent underestimation of the invest- 
ment of time and money that must 
precede office automation, according to 
a well-known management consultant 
in this speech reprint. He points out 
that to avoid costly mistakes the whole 
concept of systems analysis and design 
requires a careful and detailed plan 
for the entire organization. Such a 
program allows for more than mar- 
ginal benefits. A systems study, he 
adds, analyzes the separate parts of 
the operation, joining these parts into 
an effective and functional whole. 
Training of employees, selection of 
candidates, the role of the manager, 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred prompltly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32. Michigan 














and expert planning are among the 
other phases of automation covered 
in this comprehensive booklet. 


The Signature Guaranty .. .- 
Early stock transfer procedures, the 
origination of the signature guaranty, 
and present practices and type of 
guaranties are treated in this 141- 
page thesis. Written as partial ful- 
filment of A.B.A. graduate work at 
Rutgers University, the study goes 
into the reasons and problems involved 
in guaranteeing of signatures. In his 
conclusion, the author gives 10 sugges- 
tions involving guaranties that could 
prove fruitful to financial institutions, 
brokers and banks. 


ABC’s of Teletype . . . The speed 
and ease of transmitting messages via 
teletype are explained in this well- 
illustrated booklet. It describes the 
electrical pulses and how they form a 
code to effect the transmission of 
messages to distant points. Also in- 
cluded are details of the variety of 
printed records and teletype machines 




















Describes various uses 


that are available to interested finan- 
cial firms. The 25-page brochure lists 
a number of concerns using teletype, 
and explains the various uses by these 
organizations, which include air lines, 
hotels, hospitals, news magazines, and 
the like. 


Personal Effects Inventory .. . 
This folder contains a handy itemized 
list to help home owners determine the 
amount of insurance needed to cover 
their personal belongings. Produced by 
a large insurer of mobile homes, it has 
a schedule of the various premiums for 
insurance on personal effects ranging 
from $500 to $2,000 in value. The list 
could be used as a guide for similar 
brochures on fire and theft insurance. 
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Burroughs Micro-Twin 2 in 1 Recorder and 
Reader masters all your microfilming tasks 
with one sensibly priced unit. The Recorder 
photographs essential documents you wish 
preserved. The Reader projects these filmed 
documents with life-size clarity. A single 
knob converts from recording to reading— 


and back again. 


Burroughs Micro-Twin leads the way in 
microfilming advances, too! Such saving 
features as automatic check endorsing 
that's fast, clean, and uniform. The exclu- 
sive indexing meter instantly locates specific 


filmed documents. A choice of lenses, 37 


**BURROUGHS'’ AND ‘'MICRO-TWIN‘'' ARE TRADEMARKS. 





to 1 or 24 to 1 ratio. The unit records as 
fast as the operator can load the auto- 
matic feeder. Facsimile prints can be made 


on the spot. (No darkroom needed!) 


If you require a separate recorder and/or 
reader, time-saving, money-saving features 
are yours in economical individual units, 
too! Contact our nearest office and ask to 
see this equipment in action. Or write to 
Burroughs Division, Burroughs Corporation, 
Detroit 32, Mich. 


SOLD AND SERVICED BY 


Belle Howell Burroughs 


MICROFILM EQUIPMENT 


Burroughs Clearing House 
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COURT DECISIONS 








By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


State Funds 

Where the State of New Jersey 
transferred to the defendant bank for 
deposit a certain amount of disability 
benefit funds on an instrument setting 
forth the nature of the funds repre- 
sented and that their transfer was 
for deposit, and a Jersey statute 
classified such monies as trust funds 
in the hands of the State Treasurer, 
the Superior Court of New Jersey 
held that a transmittal letter of the 
Director of the Division of Employ- 
ment Security, ordering that the 
funds be deposited otherwise than for 
such a trust purpose, did not justify 
the bank in failing to deposit the 
monies as disability benefit funds. 
While the bank’s diversion of such 
funds into general state accounts was 
a conversion in law and a breach of 
the contractual obligation of the bank 
and its depositor, nonetheless the bank 
had the right to assert that it held 
less money on deposit for the state in 
other accounts than the state asserted 
because the bank was liable to the 
state for the amount of the trust 
funds, 

The statute provided “the State 
Disability Benefits Fund .. . shall 
remain in the custody of the State 
Treasurer, and to the extent of its 
cash requirements shall be deposited 
in authorized public depositories in 
the State of New Jersey. There shall 
be deposited in and credited to the 
fund the amount of worker and em- 
ployer contributions . .. The fund 
shall be held in trust .. .” The war- 
rant check transferring the fund 
specifically bore the legend “State 
Disability Benefits Fund B.” 

“The defendant (although no part 
of this fund had been withdrawn, as 
such, by the State in the interval) 
refused to honor this draft on the 
ground that the State had no such 
account in its bank, and it was this 
repudiation which was the immediate 
precipitating factor in this action by 
the State to recover such amount. 
But there was a reason for such 
refusal to honor the later warrant, 
anc the record unambiguously sug- 
gests the basis for the bank’s position. 
Despite its infirmities, this same 
record reflects a story of corruption 
as unpleasant to contemplate as it is 
difficult to believe. It establishes be- 
yord doubt a systematic looting of 
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state funds beginning a quarter of a 
century ago, and accomplished by a 
technique which, though not developed 
in the fullest detail by the proofs 
submitted, was manifestly (in any 
possible aspect) so simple and dis- 
coverable that its successful conceal- 
ment over the years is quite startling.” 

The simple device used was sub- 
stituting for statements issued by the 
bank false statements in identical 
form, except for figures, and the 
reconciling of the figures on the sub- 
stituted statements with the cash 
ledger of the state agency that the 
defalcations were covered and con- 
tinued. The sum of shortages in 
various state accounts amounted to 
$350,000. The record did not disclose 
whether the shortages originated in- 
ternally in the bank or were perpe- 
trated outside the bank. 

A former governor of the State of 
New Jersey had written to the treas- 
urer of the bank directing a diversion 
of the proceeds of the Disability 
Benefits Fund Warrant into General 
State funds as a cover-up for the 
missing $300,000. His instructions 
were followed because the Disability 
Benefits Fund went into the General 
Treasury account of the state at the 
bank. 

The State Auditor had done as he 
was supposed to do and received 
verifications of the existence at the 
bank of a “State of New Jersey Dis- 
ability Benefits Fund B” over the 
purported signature of the treasurer 
of the bank. Before he died the treas- 
urer stated that the signatures on 
the false certifications were not his. 

“... whatever the mechanics which 
powered these frauds or the subter- 
fuges which concealed them, their 
basis, origin and accomplishment alike 
resided in the dual agency of Hoffman 
as an executive officer of the bank 
and as an influential officer of the 
State which was its depositor.” 

The Court found: “. . . the transfer 
of the disability benefits funds for 
deposit was a trust deposit in nature, 
and its diversion into General State 
accounts was a conversion in law and 
a breach of the contractual obligation 
of the bank to its depositor; that the 
trust nature of the deposit was as 
clear and binding upon the bank as 
though the text of the statute had 
appeared upon the face of the warrant 


in addition to the legend setting forth 
the nature of the funds thereby repre- 
sented; that the letter of authority 
from Hoffman constituted no more 
justification for the diversion of this 
trust fund than it would have had 
had he directed it into his personal 
account, in view of the obvious nature 
of the directed misdeposit and the 
bank’s notice of and participation in 
his longstanding dual agency; that the 
bank, knowingly receiving funds from 
a public official under circumstances 
contrary to the statute, was charge- 
able with notice of the violation and 
was put upon inquiry to ascertain 
the truth; that the suggestion that 
the direction of the funds into general 
state accounts might have constituted 
a refund of overpayments by the State 
of contributions for its employees 
(one.of the trust purposes of the fund 
according to the statute) is, under the 
circumstances, specious, frivolous and 
entirely unsupported by the proofs 
or inferences arising therefrom ... 
in view of the trust purposes referred 
to, the true relationship between the 
State and the bank in relation to the 
trust deposit involved constituted a 
bailor-bailee relationship in the sense 
of a trust deposit, and a misdeposit 
or misapplication thereof constituted 
a conversion of the proceeds of such 
warrant; and that no estoppel, waiver 
or laches defense against the State 
is valid in view of the totality of the 
circumstances in general, and the dual 
agency of Hoffman in particular.” 
State v. Trust Co., 185 A. 2d 38 
(1957) 
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U.S. Not a Holder in 
Due Course 


The United States District Court 
for the Eastern District. of Wisconsin 
has thrown light on several of the 
problems inherent in home improve- 
ment loans. An installment note pur- 
chased by the Federal government and 
sued on by it in an action against the 
homeowners who were the promissors 
on the note and the endorsers who 
were a finance company and _ the 
builder set forth certain precedents. 

The defendant homeowners claimed 
that various false and fraudulent mis- 
representations made the note void 
under the rules of the Wisconsin State 
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Department of Agriculture. The 
builder sold siding. The owners ex- 
ecuted a completion certificate and the 
installment note in question. The 
builder furnished the defendants with 
a written warranty of the manufac- 
turer of the siding. The government 
purchased the note from a finance 
company, which received it “without 
recourse” from the builder and then 
endorsed it to the Federal government 
“without warranty except that the 
note qualified for insurance.” None of 
the misrepresentations were known to 
the Federal government, but at the 
time it acquired the note there were 
overdue and unpaid installments. 
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WHEREVER MONEY IS WRAPPED 
Tubular Coin Wrappers 
Strong 

and Safe 


Extra heavy-weight, 

distinctively colored 
paper. Narrow, strong 
center seam. Uniform 
sizes. Easy thumb-pinch 
opening to fill. 


THE 600 SERIES 


#601—25c Pennies (Red) #615—$5 Dimes (Green) 
#602—50c Pennies (Red) 7625—$5 Quarters (Orange) 
#605—$1 Nickels (Blue) 3¢626—$10 Quarters (Orange) 
606—$2 Nickels (Blue) 7630—$10 Halves (Brown) 
+610—$2 Dimes (Green) 3#655—$20 Halves (Brown) 
+613—$3 Dimes (Green) 7675—$20 Dollars (Brown) 

‘ Also Token Sizes 


New Colorful Catalog 


Write today for free cata- 
log and price list. Save 3 
ways on all money wrap- 
ping supplies. 
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MANUFACTURING COMPANY 
WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 


86 


The Court found that the siding 
was defective, but that neither the 
builder nor the finance company made 
any warranty regarding it. 

The Court pointed out that the de- 
fendants had not met the burden of 
establishing a violation of the Wis- 
consin statutes because the provision 
for payment of $50.00 for each sale 
of the siding made in the vicinity was 
actually a part of the agreement be- 
tween the buyer and the seller. The 
contract was considered void but the 
burden was on the Federal govern- 
ment to show that either it or the 
finance company acquired the title as 
holder in due course, the Court added. 
Under Wisconsin law a note is not 


| dishonored or overdue merely because 
of an overdue installment. 


Since neither the government nor 


_ its predecessor in title, the credit com- 





pany, were holders in due course the 
Court found in favor of the defend- 
ants. It ruled that the builder, having 
violated the Wisconsin law, was liable 
to the defendants and makers of the 
note for twice the amount of the 
pecuniary loss, including reasonable 
attorney fees and costs. 

United States v. Schumacher, 154 F. 
Supp. 425 (1957) 
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Fiduciary Relationship 


In a move to rescind a sale of bank 
stock, the Appellate Court of Illinois 
held that a complaint setting forth a 
breach of fiduciary relationship was 
sufficient to state a cause of action 
under the following circumstances: 

A bank which was in financial diffi- 
culty had three classes of stock. The 
class representing a majority of the 
voting shares was owned by the Re- 
construction Finance Corporation. 
The bank’s Board of Directors was 
divided into a majority group and a 


| minority group. The bank’s attorney, 


the plaintiff in the case, who was a 
large owner of stock, attempted to 
either reduce the bank’s rent or move 
to a location where the bank would be 
able to reduce the rent without moving 
expenses. He went to the Chicago man- 
ager of the RFC to seek advice and 
was referred to one Oberwortmann, 
who was the Chief National Bank Ex- 
aminer with jurisdiction over the 


| bank. The latter refused to approve 


relocation of the bank and insisted 
that a large amount of additional 
capital be raised or that the bank be 
liquidated. A bank examiner working 
under him insisted on writing off as 


| defaulted an indebtedness which the 


plaintiff valued at 75 cents on the 
dollar and which within a year was 
redeemed at full value plus interest. 
The other large stockholder of the 
bank was the president of another 
larger bank in Chicago, which was his 


primary interest. He feared that any 


dispute with the national bank ex- 
aminer would jeopardize the bank of 
which he was president, and the Chi- 
cago manager of the RFC was in- 
terested in purchasing his interest in 
the first bank. The court found that 
the RFC manager and the national 
bank examiner were trying to offi- 
cially pressure the plaintiff into the 
sale of his stock, and he did sell 90°; 
of it to the RFC manager without 
knowing that improved earnings of 
the bank had increased the value of 
the stock. A month after the sale, 
having learned the facts, he sought 
to repurchase at a price which would 
have netted the RFC manager a profit 
of $75,000. The latter for many years 
after the sale made promises to resell. 

The national bank examiner 
signed his federal position and was 
made president of the bank. He 
changed his attitude toward the plain- 
tiff, won his confidence and trust, and 
became the plaintiff’s family financial 
advisor for a fee of $2,500. 

The plaintiff claimed that the na- 
tional bank examiner, Oberwortmann, 
spearheaded a conspiracy among the 
defendants to “deprive” the plaintiff 
of his stock. In his official position the 
bank examiner divided the plaintiff 
from the bank president who owned a 
large share of the stock in order to 
largely control the bank in the RFC 
manager’s name. Having  accom- 
plished this purpose, the bank exam- 
iner, as president of the bank, won the 
plaintiff’s trust and confidence and 
then conspired with his co-defendants 
to use the plaintiff’s aid in gaining 
control of the bank and to isolate the 
plaintiff into a weak minority posi- 
tion, and finally to harass him into a 
forced sale of his stock. Finally the 
conspirators gained their objective to 
the plaintiff’s great loss. 

The court held that if the plaintiff 
could prove all this, he had a cause of 
action. 

Field v. Oberwortmann, 144 N.E. 2d 
637 (1957) 
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Federal Tax-Lien ws. 
Right of Set-Off 


The United States District Court 
for Nevada concluded that United 
States tax liens were paramount to a 
set-off which the defendant bank at- 
tempted to exercise against a deposit 
it held for the taxpayer. The note 
provided “on demand; if no demand 
is made, then on August 14, 1955, for 
value received I promise to pay.” 

On November 15, 1954, Withhold- 
ing and Federal Insurance Contribu- 
tion Act taxes for that year in the 
amount of $804.50 were assessed 
against the taxpayer. The next ‘ay 
he was notified of the assessment 2nd 
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the Interior view of Union Bank and Trust Company of Bethlehem, 
tiff Bethlehem, Pennsylvania, showing a few of their Brandt Automatic 
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the oe i. ist Bank and Trust Company of Bethlehem added Brandt machines of 
te : A oX* ‘ - various types, Brandt Automatic Cashiers, Brandt Coin Sorters and 
the . ia Counters and Brandt Coin Counters and Packagers, Today this bank 


e to has a total of 22 of such machines. 


Statement by Union Bank and Trust Company of Bethlehem 


From time to time, as their volume of business increased, the Union 
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\ited Two Brandt stalwarts, a coin sorter and counter and a coin coun- 
to a ter and packager ready for use, owned by the Union Bank and 
: at- Trust Company of Bethlehem. 

posit 
note 
nand 
. for 


, 





hold- Reproduced herewith is an interesting letter which clearly 
ribu- portrays the value of Brandts to this bank. 

the 
assed 

day 
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—_ "Brandt and “Cashier” registered United States Patent Office and 
Conadian Trade Marks Office 











demand was made upon him to pay it, 
but he refused to do so. On January 
12, 1955, notice of tax lien was filed 
with the County Recorder. On Feb- 
ruary 28, 1955, and August 31, 1954, 
the taxpayer submitted to his bank 
financial statements showing that he 
was solvent. On March 1, 1955, Fed- 
eral excise taxes in the amount of 
$187.51 were assessed against him 
and he was notified of the assessment 
with a demand for payment, which he 
refused. On April 16, 1955, the tax- 
payer and his wife borrowed $2,000 
from the bank and executed a promis- 


CONTINUED FROM PAGE 39 
that the same general approach is 


pessible in making decisions of the 
same type, regardless of size. The 
banker with smaller footings and 
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AND YOUR CUSTOMERS 


Accidental lock-ins of customers, employees and 
officials occur more often than you realize and 
when bandits strike, lock-ins are common. Peco is 
the only vault ventilator that can be operated by 
remote control. Simply push the button for life 
Saving air to circulate. Peco ventilators are com- 
pletely automatic and silent in operation. 
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Why Pass Up Extra Commissions? 


Leading passbook manufacturer now has sev- 
eral territories open for aggressive men call- 
ing on banks to sell all types of passbooks 
and pocket check covers. Commission basis. 
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sory note which read in part as indi- 
cated above. On May 31, 1955, he 
submitted another financial statement 
to the bank, showing he was solvent. 
On June 10, 1955, he had on deposit 
with the bank $878.16. On that day 
the bank received notice of levy from 
the government and replied that it 
had exercised its right to set-off and 
applied the funds in the account to the 
unsecured indebtedness owed. 

The Court held that the note be- 
came due on the specified date in the 
absence of formal demand prior 
thereto. Since it was not yet due 


° ° 4 


PRICING BANK SERVICES 


fewer employees still can do the cost 
and price job with reasonable ac- 
curacy, even though he has no one to 
time study the operations and project 
the times into dollars and cents. 

Every successful bank has at least 
one competent operating man, even 
though his principal assignment may 
be loaning and a dozen odds and ends. 
This man, even without time studies 
and standard cost records, knows with 
considerable accuracy the costs of the 
staple operations, such as account 
activity, bookkeeping, and clearings 
and transit. Also, though he may never 
have tried to translate these into dol- 
lars and cents, he has a pretty close 
approximation of the equivalents of 
his other repetitive operations. In 
brief, if he knows it costs his bank 5¢ 
to handle an on-us check and 2¢ to 
handle an out-of-town deposit item, he 
can tell pretty well how many such 
items can be handled by a clerk in the 
time required for handling a new dis- 
counted note. Thus he has a rule-of- 
thumb cost system of his own, all 
ready to use whenever he decides to 
put it to work. 


HEN such a bank officer is ap- 
proached to handle, say, insur- 
ance premium drafts, he can first 
translate the proposed service into on- 
us check equivalents and then convert 
it back into money costs. Add a write- 


| up or profit factor to compensate the 


bank for the extra service, and he 
comes up with a figure that will serve 
his institution approximately as well 


as our more complex and expensive 


standard cost system serves us. The 
difference, of course, is that with a 
volume as large as ours, a very small 
under-charge per transaction can pile 
up extremely painful dollar losses, and 
even a small excess above a fair charge 
per transaction may switch the ten- 
thousand-transaction account to some 


| bank with more accurate cost figures. 


The small bank, with a limited volume 
of special services, is penalized less 


when the tax lien accrued, the bank 
could not set off the debt evidenced 
by the note, nothwithstanding a 
Nevada statute purporting to permit 
a garnishee to deduct all demands (of 
which it could have availed itself, if 
it had not been summoned as a garni- 
shee) whether due or not. 

The court pointed out that a tax 
lien imposed by Congress could not, 
without consent of Congress, be dis- 
placed by later liens imposed by any 
state law or judicial decision. 
United States v. Bank of Nevada, 155 
F. Supp. 164 (1957) 


heavily whether it underprices a little, 
or sets its sights a little high. Hence 
the small bank can get by with less 
elaborate precautions to assure ac- 
curacy. At the same time, it needs 
some sensible basis for setting its 
prices and justifying these to the cus- 
tomer. 

Most small banks still expend too 
little effort to obtain cost assistance 
from city banks, whether for new 
type services or old. The small bank 
has an unequalled opportunity to go 
to its correspondents or any banks 
that are working with the proposed 
service. Asked for help under such 
circumstances, almost any bank will 
open its records to provide full infor- 
mation not only as to procedures but 
also as to costs. Exchanging a few 
costs on everyday operations in the 
two banks will then usually provide a 


Aroused unusual interest 





“Pricing our Services" Panel 


At the annual convention of the 
National Association of Bank 
Auditors and Comptrollers, held at 
Atlanta in October, Mr. Looney 
served as moderator for a round- 
table discussion on the subject of 
pricing bank services. Members of 
the panel included James P. Fur- 
niss, vice-president, Citizens & 
Southern National Bank, Atlanta, 
Georgia; Clinton W. Schwer, as- 
sistant vice-president, The Chase 
Manhattan Bank, New York City; 
L. C. Small, vice-president, Cali- 
fornia Bank, Los Angeles, Cali- 
fornia; and Fred H. Waterhouse, 
vice-president, First National Bank 
of Minneapolis, Minneapolis, Min- 
nesota. 

The subject matter of the panel 
discussion proved to be of such 
current interest that the editors of 
Burroughs Clearing House _ re- 
quested Mr. Looney to contribute 
this article. 








L — 





Burroughs Clearing House 

















_ — TX 


oO NN 


Janu. 





AX 


iS- 
ny 








louse 


ROBINS reso 





i, 


F , QPF TT LITRE A EH 


= 
ae 


* 


é Ri ee ae , 
CRRCEBEGE RG ES EO 
($EeeGEe eee Cee ee 
= 










- aarte 
BENNY on’! 


JACK © 


oar : ~ 230 
~ WwPANY witenhike 3 


a pug VERY 


vail KROW THE ; eit T'LL TEL) 
nO , . TM Libs y a r 
wis: OY > pROTECTION? =*™ we AGENT AND YOU 
HL Lo anRANCE PF! x : WOME ENT 
nest LNo JRANY oe eunose A out 
8 aye AGEN * aroanite, GUbir & 
“<< THE RIGHT 4 SAME TNSURANYS 
t m@ 4 x hy 
RLECTINY ** - att. THE HOM ee 
false m ‘ak Aled " HAS 
wTRAsST | ast _- He BAe 
GC qRONG. sits art AN AGH wh 
aantT tx SPOT RTILNG Ki AND WE 
ta ee a : ABOUT & PVs —— 33MAI AN z 
CHTY CARE? JL. ” WHET B ISTkis 
¥ -* mar tyie Pe Le ' 
Is MiGe » TS AN LNDErohe™ aeiy ON Hie 
r tS ‘ aawt REL 
watt cooD. HE — an YoU CAN eee 
cot TS pes 3 “OMPANY, vw * we 
cae roy ANY ONS — viet! H L LI KE 
in SUT 
«Ret Bp 4¥ 228 TS as 
1s wot LIMEFE® a oF YOUR INTERESTS: fa 
a TUT NKING VL now HIM SUC « 
eg. He's TH agent --- SBS 
WLUn. ie es veek AGms+ 
coll 3 ‘ * TTH x YER rt OE # 
. ISINESOY q 
LING Se 
pol! ss 
ee 
} owen ae 
i eee 
; 


a 


Listen to DON WILSON— 


When it comes to property insurance, the man to see 
is The Home Insurance agent in your town. 


And listen to the JACK BENNY SHOW every Sunday 
Over your local CBS Radio station, 


sponsored by THE HOME 


CSusurence Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 

FIRE - AUTOMOBILE +- MARINE 

The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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rough ratio that will serve for con- 
verting the city institution’s pains- 
takingly determined costs into costs 
and prices for the smaller bank. 
The moral of this article, if it has a 
moral, is that accurate costs and sensi- 


CONTINUED FROM PAGE 43 


payments with one copy becoming the 
customer’s receipt and the second 
copy accompanying the customer’s 
passbook to the back office for account 
posting. Once the passbook has been 
posted, it is mailed to the customer. 

The pre-audit principle is used on 
loan payments, and once payments 
are received in the back office another 
refinement of the association’s system 
comes into play. After the interest 
payment, month of payment and 
total monthly payment is entered into 
the machine, the machine automatical- 
ly prints the account status from 
previously-indexed balances, satisfy- 
ing requirements to accommodate 
over-payments or under-payments and 
providing the collection department 
with an immediate indication of col- 
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BANK CHECK SORTER 


Get rapid, accurate sorting with post- 
and-file single or dual posting methods. 
Our forty years experience fulfilling your 
needs in all phases of check handling 
assure you of a best quality sorter—all 
of the operator designed features to 
improve your sorting efficiency. A com- 
plete line of Kohlhaas Sorters is avail- 
able at leading bank supply and office 
equipment firms. 

See your local dealer todoy ... 
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ble pricing of services are within the 
reach of any bank, and are too impor- 
tant to slight. But too many banks 
jump into unknown fields before they 
know whether they are asking a price 
too low to cover their added expense 


SAVINGS-LOAN ACCOUNTING 


lection status. In this posting, the 
passbook is automatically up-dated. 

A back office bookkeeper can easily 
post 75 mortgage payments an hour 
and 180 home improvement loans an 
hour, assuring that all back office 
work will be kept current with the 
day’s transactions. The association 
presently handles some 150 home im- 
provement loans, 127 mortgage loan 
payments and 150 savings transactions 
in an average day. 


OTALS from the teller’s journal 

sheets at the end of the day must 
agree with totals obtained from the 
machines used in posting subsidiary 
ledgers before general ledger posting. 
Thus, this recapping of totals back 
to the window work assures tight 
control between those handling cash 
and those posting the records. 

The advantages of the new system 
to Republic’s customers are obvious. 
The system has not altered the cus- 
tomer’s part of any transaction. 
Actually he is only aware of a change 
in the semi-annual mailing of his 
dividend notice that includes the 
status of his account. While he may 
realize that he now enjoys faster 
service, he may not recognize that he 
is insured greater protection through 
tighter controls over his records. 

The advantages to the teller are 
many. In relieving them of tedious 
checking and balancing, the system 
has lessened tensions and enabled them 
to develop warmer personalities with 
customers. Balancing formerly took 
each teller 45 minutes to an hour each 
day. Today they are finished with their 
work 10 minutes after the associa- 
tion’s doors are closed. The balance 
sheet that formerly took as long as 
three hours to prepare is now also 
completed in 10 minutes’ time. Tellers 
no longer are required to make out 
bank deposits daily. The cash they 
have at the end of the day becomes 
the opening cash they will have at the 
start of the next day. The simplicity 
of the system and its pre-audit fea- 
tures have all but eliminated irritating 
errors that formerly plagued tellers. 

Finally, the advantages to the asso- 
ciation are far-reaching. Records are 
now tightly controlled and each ac- 
count maintained on a current basis. 
Fast lobby service has pleased all of 


or too high to hold the business. 


A parting thought: Once you take i 


the business for less than it is worth, 
you’re stuck with it, particularly if it 


is so cheap that nobody else will take | 


it off your hands. 


the association’s customers as well as 
lightened the hearts of tellers. Train- 
ing new tellers and bookkeepers is now 
accomplished in a matter of hours and 
management does not have the tiring 
search for personnel with bookkeeping 
experience to man the teller windows. 
The simple, yet thorough, preparation 
of loan records insures management 
that all interest earned is received, 
and immediately presents a complete 
picture of the association’s day-to-day 
business. By batch-posting, all win- 
dows are open throughout the day 
with the exception of a few seconds 
when machines are cleared for the 
batch totals. Thus, maximum service 
is provided even during lunch hours. 

Creation of the day journal enables 
operating officers to take a balance at 
any time during the day, while escap- 
ing the discomfitures of delayed post- 
ing. Back office work is simple, yet it 
provides personnel with the impor- 
tant feeling of accomplishing an 
integral part of the association’s 
work. The inclusion of the account 
status feature of record keeping has 
made records informative, rather than 
merely historical. And to answer one 
of the prime prerequisites of the sys- 
tem, the association now looks to 
efficient drive-in operation, unen- 
cumbered with any necessity for 
ledger card reference. 


N summing up the benefits of Re- 

public’s system, Robert F. Jilek, 
executive vice-president, stated, “Our 
tellers reflect the nature and person- 
ality of this association. By giving 
them more time to serve our customers 
in a friendly, efficient manner, we have 
provided the best means of public 
relations possible. Yet the system is 
economically sound. Fewer tellers are 
able to handle more people. This sys- 
tem will be especially important to us 
in plans for our new building where 
we will double the number of teller 
stations and are still concerned with 
the large increase of customers that 
we anticipate. The control factor, of 
course, is always of prime importance 
to any business management. With the 
mailing semi-annually of our dividend 
notice, we are assured of account verl- 
fication. Our earnings picture, has 
brightened, since we know that all in- 
terest is accurate and accounted for. 
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LOAN COLLECTION POLICIES 


CONTINUED FROM PAGE 46 


advantage possible. We have learned 
to our sorrow that any other procedure 
leads to more trouble and greater loss. 
We have in the past accepted from 
such delinquents a money payment 
sufficient to bring the account up to 
date—only to find next month that 
we were in a similar or even worse 
situation when the next instalment 
comes due. 


F this brief outline of collection poli- 

cies seems to place undue emphasis 
upon how to get minimum loss from 
the poorer credit types, bear in mind 
that both numerically and in dollar 
totals the better credit types are more 
important on our list of delinquents. 
The poor risks require relatively radi- 
cal collection treatment, but there are 
not many of these. For example, with 
38,000 instalment payments coming 
due each month in the Bank of St. 
Louis, only 597 delinquencies last 
month required attention from outside 
collectors. We have no record of the 
number of relatively simple delin- 
quencies which were satisfactorily 


resolved by telephone calls, by letter, 
and by personal calls of the borrower 
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ing office equipment dealers every- 
where. 
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at the bank, but the number was much 
greater than of those that required 
outside attention, although the total 
expense of dealing with them was far 
less than for the 597 acute problems. 

Proper handling of better-type de- 
linquencies frequently leads to con- 
tinuing the borrowing relationship in 
the consumer credit department and 
eventually to worthwhile commercial 
banking and other relationships. We 
could fill pages with specific instances. 
Perhaps the most spectacular is the 
individual who fell badly behind in 
his payments because of heavy medi- 
cal bills, and who was treated with 
sympathy and understanding over a 
period of eight or nine months. Short- 
ly after his contract was paid out, he 
inherited substantial wealth, and since 
then has maintained savings and 
checking accounts well in five figures. 

More typical but less spectacular 
was the automobile salesman who 
found us a good place for his own 
instalment loans, and who consistently 
sent us a trickle of good borrowers to 
whom he was selling cars. When the 
going got rough, we gave him every 
consideration—and, of course, he paid 
out. Then he had a chance at a dealer- 
ship, and our department passed him 
along to the commercial department. 
The bank financed him in this oppor- 
tunity, and in the subsequent develop- 
ment of his business. Within a few 
years, it was solidly established and 
yielding him a big income. In the 
course of time the bank had checking 
and savings accounts in six figures 
from the individual and his firm. 

As must be apparent to any banker 
with consumer credit experience, the 
collection methods outlined here are 
the result of a consistent follow-up. 
Every instalment lender has a collec- 
tion routine, but the point is to make 
sure there are no slip-ups. Our regular 
past-due notices are sent out automati- 
cally by a clerk on pre-arranged 
schedule, unless the account is marked 
for special handling. These special 
cases are chronic delinquents, accounts 
marked by the credit department for 
some reason, and accounts which have 
gone through one or two complete sets 
of regular notices. We send our notices 
seven, fourteen, and twenty-one days 
after due date. 

If the regular series of notices fails 
to bring in the payment, our next— 
and favorite—resort is the telephone. 
On direct consumer loans, the loan 
interviewer who made the loan is 
usually the most effective telephone 
caller, we have found. But if he can- 
not make the call, a telephone call 
from someone else is still the best 
available step for collecting the ac- 


count. We use a collection letter only 
when the borrower cannot be reached 
by telephone. 

Whoever does the telephone collect- 
ing job follows a standard order, 
though not a “canned” speech. He 
first identifies himself, then attempts 
to find out the problem that has kept 
the borrower from paying even after 
three notices. In most instances, the 
problem can be solved then and there. 
But if it proves too complex, or if the 
interviewer is unable to get a frank 
statement from the borrower as to the 
cause of his delinquent status, we try 
to get the borrower to come into the 
bank and talk it over. 

It is basic to our collection approach 
that the collector keep uppermost in 
mind the fact that the delinquent 
borrower has a problem, otherwise 
he would not be past due. To others 
the problem may seem insignificant, 
but to the borrower, it is major. Once 
the problem comes out in the open a 
solution becomes possible, but not until 
then. At the same time, the collector 
must never overlook his primary pur- 
pose, which is to collect what is owed 
us. The entire job can usually be 
accomplished by telephone, in one call 
if the borrower proves cooperative. If 
the borrower is belligerent—a tiny 
minority—we send an outside man. 

Every collection effort is duly 
recorded on the customer’s credit file 
so that a complete history is available 
at all times. This is done for both 
inside and outside collection efforts, 
and the department head regularly 
reviews the reports. When a weakness 
in technique shows up, such as accept- 
ing a feeble excuse or a promise of 
“payment next week,” the report is put 
aside as a reminder to correct this 
error of method. 


OTH our inside and outside collec- 

tors are familiar with the stand- 
ard ways to place a delinquent account 
on a current basis, and from experi- 
ence become adept at determining 
causes of delinquency. For example, a 
payment due on the first of the month 
but regularly paid on the fifteenth 
signals a change in payday since the 
loan was made, and calls for a change 
in due date. Some delinquencies can 
be cured by slight increases in monthly 
payments to catch up the arrearage, 
others call for refinancing, extension, 
or consolidation of borrower’s loans 
with a longer term and consequently 
smaller payment. 

We have learned that telephone <alls 
to the borrower’s place of employment 
are best, if he can be reached there, 
or if the employer will accept a mes- 
sage. Certainly they are more con- 


Burroughs Clearing House 








Jan: 


aly 
led 


‘CT- 
er, 
He 
pts 
ept 
ter 
the 
re, 
the 
ank 
the 
try 
the 


ach 
. in 
lent 
vise 
1ers 
ant, 
nce 
na 
intil 
ctor 
pur- 
wed 
~ be 
call 
. 
tiny 


duly 
> file 
lable 
both 
orts, 
larly 
ness 
cept- 
e of 
3 put 
this 


ollec- 
‘and- 
‘ount 
peri- 
ining 
ole, a 
yonth 
2enth 
e the 
lange 
3 can 
nthly 
rage, 
sion, 
loans 
ently 


_ calls 
“ment 
-here, 


y nes- 
con- 


House 














HE special world your little one 


lives in is only as secure as you make it. Security begins with saving. 
And there is no better way to save than with U.S. Savings Bonds. Safe—your 
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Make life more secure for someone you love. 


The U.S. Government does not pay for this advertisement. It is 
donated by this publication in cooperation with the Advertising 
Council and the Magazine Publishers of America. 


January, 1958 93 

















venient for us, since the borrower is 
usually at work during normal bank- 
ing hours. If his wife can be reached, 
a telephone talk with her sometimes 
proves even more fruitful, since many 
wives make the budgets and pay the 
bills. We occasionally have some over- 
time telephoning done in the evening 
hours, but have never found it neces- 
sary to run a part-time evening tele- 
phone shift as is done in some few 
institutions. 


HE outside collector is last man on 

the totem pole of our collection de- 
partment. He does not get the account 
until we in the office have failed, and 
it is up to him to get the answer to 
the extra-hard problem. In the event 
that he cannot solve it, his alternative 
is to bring or induce the delinquent 
borrower to come to the bank to talk 
with the department head. 

Personal contact by outside collec- 
tors is costly. We figure that it costs at 
least $6 to have an outside collector 
handle a 30-day delinquent account. 
For this reason, we _ scrupulously 
charge late fees, starting with 50 cents 
after the second written notice and 
going up to 5 per cent or $5, which- 
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ever is smaller. Many customers 
scramble back onto the current list 
and stay there after paying a sub- 
stantial late fee just once. 

As already stated, both outside and 
inside collection men make daily writ- 
ten reports, which become part of the 
account credit file. These reports also 
form the text for many training 
classes, which are held weekly or 
oftener for one-hour periods. The de- 
partment head, in reviewing these re- 
ports, saves out those which illustrate 
a particularly good or poor handling, 
and teaches the entire collection force 
accordingly. 

We are particularly careful that all 
people who do collection work are 
thoroughly trained in our techniques. 
A new man accompanies an outside 
collector for a considerable period, 
depending upon the experienced man’s 
appraisal of his learning rate. Then 
we put the new man in a district. 
Eventually he graduates to an inside 
job, where he understudies an ex- 
perienced man and does some inside 
collection work. As he gains skill, he 
interviews and extends some direct 
credit, but must clear with a senior 
on any dealer paper that he approves. 
After this, when he is given authority 
for full credit power, he is still spot- 
checked by the senior man, and all of 
his 30-day delinquencies are similarly 
reviewed. 

Our procedures in the handling of 
delinquencies on dealer paper follow 
much the same lines as those on direct 
consumer loans, with the differences 
imposed by the general existence of 
collateral and by the dealer’s require- 
ment for prompt collection service 
where the dealer has liability. We are 
particularly careful to give the dealer 
semi-monthly reports of delinquencies 
and repossessions, not only as a serv- 
ice to him but also because he normally 
pitches in to help with collection—in 
which he has a stake that is usually 
greater than the bank’s. 

We keep trend records on each 
dealer, showing delinquencies and re- 
possessions. This is important infor- 
mation for the credit department, 
when related to the dealer’s volume 
and reserves. Incidentally, when a de- 
linquency is chargeable to the dealer, 
we try to collect it from him as a 
separate payment, even though his 
reserve account shows an excess above 
the required minimum. When he 
makes a separate payment, it reminds 
him forcefully of what he is losing, 
and also serves for better accounting 
with a minimum of opportunity for 
misunderstanding between dealer and 
bank. 

There is little need to elaborate 
here on such topics as repossessions, 
deficiency judgments, and bankruptcy. 
Sound policies on these must vary 
with such considerations as state laws, 


costs, and judgment of bank’s counsel. 
We always make the repossessions on 
dealer paper, regardless of dealer en- 
dorsement, as a service that others 
will offer him if we do not. Also, 
handling repossessions gives the bank 
opportunity to determine whether the 
warranty is accurate as given in the 
assignment. This has grown increas- 
ingly important as competition be- 
comes sharper, increasing the tempta- 
tion to misrepresent the details of a 
deal. 

We have found it preferable to make 
charge-offs when the account is being 
considered, rather than postpone it to 
some fixed date. We take every care, 
however, to make sure that charge- 
offs are not put in a deep drawer and 
forgotten. We have proved to our 
satisfaction that continuing collection 
effort, or assignment to an attorney 
on a contingent fee basis, leads to 
many recoveries. 

Delinquency reports are an impor- 
tant part of our collection program. 
All items more than 30 days delin- 
quent are listed, classified by type and 
dealer, with a recap by type and re- 
possession report. The department 
head reviews these reports and gives 
specific instructions to the collectors 
about the accounts. We also compare 
collection and delinquency fee records 
with company-car and out-of-pocket 
expense to determine the effectiveness 
of each outside collector. 


S was pointed out at the beginning 

of this article, the effectiveness of 
the collection department is of crucial 
importance in determining the extent 
to which consumer credit operations 
will serve as a profitable feeder of 
other types of profitable business to 
other departments of the. bank. We 
have proved this to ourselves so often 
that it is no longer questioned in our 
department. We know it is so because 
we have seen it work. 

The satisfied customer returns for 
more loans, whereas the delinquent or 
mishandled customer is lost to the 
entire institution now and in future. 
The satisfied customer has friends, 
relatives, and often business associates 
whose business he also will direct to 
the bank—and a disgruntled customer 
does just the opposite. In either event, 
the customer may not even conscious- 
ly know the reason for his attitude. 
But the results will be a direct con- 
sequence of the treatment he has re- 
ceived from the consumer credit 
collection department. And, as need 
hardly be stated, the effectiveness of 
the collection department is the most 
direct cause of the profit results at- 
tained by the consumer credit opera- 
tion through curtailing charge-off 
losses, holding collection expense with- 
in bounds, and influencing the total 
volume handled in the department 


Burroughs Clearing Heuse 








C'D 0 


Ss 





ike 
ng 

to 
re, 
ge- 
ind 
sur 
ion 
ney 

to 


Or- 
am. 
lin- 
and 

re- 
ent 
ives 
‘ors 
are 
rds 
ket 


1e8s 


ling 
s of 
icial 
tent 
ions 
- of 
s to 

We 
ften 

our 
ause 


. for 
it or 
the 
ture. 
ands, 
iates 
ct to 
omer 
vent, 
jous- 
tude. 
con- 
s re- 
redit 
need 
ss of 
most 
‘s at- 
pera- 
y e-off 
with- 
total 
it 


House 





MERCHANDISE PRIZE CONTESTS 


CONTINUED FROM PAGE 41 


ured the contest would swell the 
normal new business activity by about 
50 per cent, so they set the campaign 
quota at 10,000 accounts. Any new 
business brought in during the 12- 
week period was eligible for points, 
which were valued at one-half cent 
each and could be redeemed for prizes. 

The catalogs contained photographs, 
descriptions and the point values 
needed for the more than 1,400 prizes 
listed. The wholesale prices of the 
merchandise ran from 95 cents to 
$1,150. Campaign rules were included 
on the inside cover, and space was 
provided on the back covers so that 
employees could figure points they had, 
prizes they could obtain, etc. 

Girard’s point system was repre- 
sentative of the methods used in the 
other campaigns. It allowed a maxi- 
mum of 5,000 points for any one piece 
of business. Tellers or other front 
line personnel who obtained new 
checking accounts with opening bal- 
ances of $5 to $499 received 300 points 
to their credit. For each additional 
$500, or fraction thereof, they re- 
ceived another 200 points. 


N savings accounts, tellers re- 
ceived 200 points for new business 
with opening balances of $5 to $249; 
300 points for balances between $250 
and $499; and 200 points for each 
additional $500 in the account. New 
safe deposit box rentals meant 80 
points per each dollar of yearly rental. 
By the time Girard’s campaign was 
over and all the 16,090 stray steers 
(new pieces of business) rounded up, 
the bank had spent $50,000. This in- 
cluded money for prizes and funds set 
aside for withholding taxes for the 
employee awards, according to George 
R. Clark, senior vice-president. 

Mr. Clark, who served as the Round- 
Up superintendent, noted that if the 
bank’s contest had been limited to em- 
ployees the overall cost would have 
been reduced by about 40 per cent. 
However, he added, officer participa- 
tion was a key factor in the program’s 
success. 

The bank divided its staff into 51 
teams or ranches. Employees who 
were regularly assigned to public con- 
tact work were called “Range Riders” ; 
these teams included tellers, loan of- 
ficers, etc. Bookkeepers and other 
operations personnel, who normally 
would not meet the public, were de- 
signated as “Ranch Hands.” The lat- 
ter were awarded a 50 per cent bonus 
for each piece of business they cor- 
railed, a practice which was followed 
by the other banks. 


Each ranch had a “foreman” or 
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team captain, whose job was to coach 
and inspire his people into becoming 
“top hands,” high point winners. The 
ranches were also placed in five ranges 
or districts, which were supervised by 
range managers. The ranges and 
ranches competed for weekly bonus 
awards. Individual bonuses, shares of 
team awards, etc., enabled one of the 
more aggressive employees to pick up 
$900 in prizes. 

“In the first two weeks of our cam- 
paign,” said Mr. Clark, “we piled up 
1,985 new accounts, setting a pace well 
ahead of that needed to reach the goal. 
As the campaign progressed, more and 
more members of the staff began 
bringing in business. We all learned 
more about the bank’s services and 
how to sell them. At the end of four 
weeks we had 4,603 new accounts, 
and in the next four weeks we ob- 
tained another 4,674.” 

“The committee,” he added, “antic- 
ipated a slackoff part way through the 
campaign, but it never materialized. 
In the final four weeks we brought in 
6,813 accounts, of which 2,742 came in 
during the final week and 1,171 on the 
last day. This was the biggest single 
day’s new business in the history of 
the bank up to that time.” 

Among those who took part in the 
campaign, and 63 per cent of the em- 
ployees did, the average new business 
production was better than 13 ac- 
counts per person. Men and women in 
all parts of the bank achieved amaz- 
ing results. A salesman introduced 
291 new accounts; a branch manager 
brought in 238; a guard, 218; a teller, 
182; a loan interviewer, 149; a collec- 
tor, 132; a payroll clerk, 38; a cleaner, 
22. 


NE of the largest factors in the 

success of Girard’s campaign was 
its aggressive promotion. A continual 
barrage of Round-Up literature was 
distributed to employees at the bank 
itself and at their homes. Table tents, 
brochures, etc., were used. In addition, 
the bank put out four special news- 
papers to let the employees know how 
the program was faring, held bi- 
weekly dinners and luncheons to honor 
top-point winners, and prepared a 
special booklet of selling hints. 

A recent six-month check on the 
new business brought in revealed that 
almost 90 per cent of the accounts 
were still with the bank, and most of 
them had shown substantial growth 
in average dollar volume. 

On an employee participation basis, 
Liberty Real Estate Bank and Trust 
Company’s “Green Thumb” promotion 
turned out to be one of the most suc- 
cessful of the incentive-type programs 


used by the Philadelphia banks. 
Liberty enlisted all but eight of its 
419 employees, from the chairman of 
the board, Frank C. Roberts, to the 
cleaning women, in its campaign. 
The program for 3,000 new accounts 
was launched with a letter to all em- 
ployees from President Albert T. 
Mason. Everyone was asked to join 
in the drive, which was mapped out 
and directed by Vice-President Wil- 
liam E. Vollmer. The officers and 
directors were strongly in favor of 
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the program and aided in its success. 

The Green Thumb, which symbol- 
ized growth, appeared in every aspect 
of the promotion: on lapel buttons 
worn by all employees, introduction 
cards given to prospects; leaflets de- 
scribing the bank’s services; special 
stationery and form letters sent to 
individuals and companies to solicit 
business; and on thank-you notes of 
appreciation for new business. 

Liberty employees were divided into 
40 teams of from 10 to 12 members. 
The teams included public and non- 
public, staff and executive members, 
with as fair a cross section as possible 
in each. Since officers and directors 
could not share in prizes, points 
earned by them were shared equally 
by their team members. In this way 
each team was given the advantage of 
a strong sales potential without the 
burden of unfair competition. 

One of the first of the many memos 
sent out during the program gave the 
staff these pointers on selling: Believe 
in what you have to sell; know your 
facts; you must tell them to sell them; 
ask for the business. 

Complementing this piece was an 
educational series of nine ‘Know 
Your Bank” quiz cards. These were 
prepared by Mr. Vollmer and dis- 
tributed at the first meeting of the 
teams. Each quiz dealt with a phase 


_of Liberty’s regular services. Ques- 
tions and multiple choice answers 
were printed on one side; correct 


answers on the other. 
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A dinner dance for its employees 
at one of Philadelphia’s leading hotels 
served as the kick-off of the Liberty 
campaign. Guests were seated at 32 
tables, each of which was hosted by a 
bank officer or director. Green thumb 
replicas were just about everywhere 
but in the soup! Speaking from 
posters illustrating the program’s 
high points, Mr. Vollmer presented 
the campaign plans. At a pre-arranged 
point, he interrupted his speech to an- 
nounce that checks for 1,000 prize 
points were concealed under each 
table. The checks didn’t stay there 
too long, as employees scrambled to 
beat their companions to the bonus 
checks. 


HERE were additional advance 

rewards for the staff. A check for 
100 points was placed before each em- 
ployee and these checks were validated 
for the first piece of new business 
brought in by each participant. 

At this time the bank informed the 
staff that any team reaching 100 per 
cent participation within the first four 
weeks would have its accumulated 
points doubled. 37 of the 40 teams 
made it. 

The excitement remained at a high 
pitch ¢hroughout the drive. Carefully 
spaced memos suggested new subjects 
to be stressed at meetings, along with 
different methods of getting new busi- 
ness. 

High point scorers were also en- 
couraged to tell others how they 
obtained new accounts. They learned 
some surprising things. One employee, 
for instance, managed to bring in 33 
new clients simply by persuading a 
gas station owner to open an account. 
The proprietor was so impressed by 
the “sales talk” that he in turn per- 
suaded 32 of his friends and customers 
to open accounts. 

According to Mr. Vollmer, the bank 
will have other sales drives. “Even if 
the first campaign had been only 
passably successful, we achieved a 
great thing for all our people,” he 
stated. “They know each other and 
the bank better than before. More- 
over, 98 per cent of all of our em- 
ployees brought in at least one piece of 
business, and of the mere eight who 
didn’t, five were brand new employees. 

“Many of the employees are still 
busy selling our services,’ Mr. Voll- 
mer added. “When our new branch 
opened up in Frankfort, for example, 
a night janitor persuaded a prospect 
to open a $25,000 account. The janitor 
knew the contest was over, but the 
campaign had made him a very inter- 
ested salesman of our bank.” 

The Philadelphia National Bank, 
meantime, used its “Royal Welcome” 
program to serve three purposes: one, 
attract new business, two, train em- 
ployees, and three, welcome new staff 








members from banks that had just 
merged with Philadelphia National. 

The merger actually delayed the 
start of the campaign, which was to 
have run at the same time several] 
other Philadelphia area banks were 
promoting their merchandise incentive 
drives. Rather than put its prospective 
employees at a disadvantage in the 
race for prizes, management decided 
to hold off the promotion until the 
consolidation had been completed, ac- 
cording to Charles H. Hueflich, vice- 
president, who was in charge of the 
drive. 

Officers were not allowed to partic- 
ipate in Philadelphia National’s pro- 
gram, but they did serve as 
consultants. The rules committee also 
kept a close check on new accounts, to 
be sure that “walk-in” business wasn’t 
included in the program. 

In promoting its campaign the bank 
used the usual promotional pieces, in- 
cluding brochures, etc., but added 
payroll inserts, gave employees lists 
of suggested new business prospects, 
and developed form letters that em- 
ployees could use in selling and thank- 
ing new business prospects. It also 
ran 14 special showings of a sound- 
slide film, which humorously gave the 
highlights of program. 

Mr. Hueflich pointed out that the 
most important part of any employee 
incentive program is communications. 
This means that employees should be 
given up to the minute accounts of 
how the campaign is progressing, and 
be well informed on interest rates and 
other selling features. Officers should 
also be kept up to date on how the 
program is faring, and be pulled into 
the effort in employee training and in 
lining up prospects. 


E added that the promotional lit- 

erature used in such a campaign 
can represent up to 25 per cent of the 
total cost of the program. This per- 
centage may run even higher if the 
bank wants to develop its own pro- 
motion. 

Another important factor is the ad- 
ministrative problems involved in such 
campaigns. The value of merchandise 
is considered taxable income, and the 
bank must be willing to pay these 
taxes for the employees or lose some 
worthwhile participation. In paying 
the taxes, the bank also runs into a 
bookkeeping problem in adjusting the 
respective taxes for each employee, 
incurs additional cost for bookkeeping, 
etc. 

Despite the negative aspects, how- 
ever, the new business and training 
amply compensated for the cost of the 
campaigns. At least that’s the con- 
census of opinion in Philadelphia, 
where participating employees are 
better prepared to answer customer 
queries than they were a year ago. 
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